



Burroughs 


earing 























yi fy Sel th Dats ade reise gnaneementantinties 





en be yeas 98 aye 











ROTTERDAM, HOLLAND: Its banks have been rebuilt (See page 32) 


This Month: 


ESTATE PLAN FOR EMPLOYEES by Frank F. Risso 


AN IMPROVED REGISTER CHECK MONEY ORDER by William Petersen 


CAMPAIGNING FOR SAVINGS ACCOUNTS by Ralph F. 





"o= 












Bagwell 








“HIIM*UOGUV NNV 
AUVUSIT TVuINI9 

NVOIHOIN- 
AO ALISUAAINA 

















Do your tellers have 
the facts about 
proper check indorsements 
at their fingertips? 
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They'll know the right answer instantly ’ 
€ 
if they’ve studied this free booklet. aa 
Here’s a handbook every teller in your bank will find most val- 
uable. It’s the Hammermill idea-book ‘Check Indorsements,”’ spies Th. 
which outlines indorsers’ liabilities and responsibilities under coal o, 
the Negotiable Instruments Act...illustrates many types of aa and 
check indorsements... points out safe and unsafe practices in anstruments A in : 
° . e outi 
indorsing a check. We’ll gladly send you enough copies for ! spec 
each of your tellers. “ye | 
ent Ide, Book Dublishe 
GIVE YOUR CHECKS THE ADVANTAGES OF — 4 bY Hammermiy Penis 
<==. ompan 


“THE BEST KNOWN NAME IN PAPER”” 
Send this coupon today & 


S Hammermill Paper Company 
) iN / l i 1503 East Lake Road, Erie 6, Pennsylvania 


Please send me FREE____copies of ‘‘Check Indorsements”’ 


for my tellers. 
S A cE C I ’ Name Position 


(Please attach to, or write on, your bank letterhead.) sBcH-Nov. 
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Penny Campaign 


Sirs: The campaign for pennies and 
minted coin provided the basis of a very 
successful program by our bank. 

An electric coin wrapping machine, 


operated by a special teller, was placed 
in the street-level window of the bank. 
signs announcing the 


Flags, bunting, 





“Pennies for Defense” campaign and 
drawings of likely home containers of 
coins, such as piggy banks, cigar boxes 
and cookie jars, formed an integral part 
of the display. The appeal, stressed by 
our “live model,’ was to bring coins to 
the bank, see them wrapped and exchange 
them for bills. 

In the picture, Vice-President Felix 
Davis of the Federal Reserve Bank of 
New York is shown at the left and 
President William A. Kielmann of our 
bank at the right. 

IRENE CRAIGMILE, Assistant Cashier, 

Peoples National Bank of Lynbrook, 

Lynbrook, New York 
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The Brighter Side 


Sirs: Banking has its serious moments 
and if we look at its brighter side once 
in a while we seem to get a different 
outlook on its many problems. I refer 
specifically to the Director Clutchbill 


stories that you run from time to time. 
Issues not containing them seem to have 
an empty space; the Clutchbill escapades 
are the stories that I never miss reading. 


Epwarp G. JACOBS, Cashier, 
The Sylvania Savings Bank Company, 
Sylvania, Ohio 
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Training for Middle East 


Sirs: The educational problems of the 
big British banks were discussed in the 
November issue of Burroughs Clearing 
House. 


Other British banks which do most 
of their business overseas have even 
more complicated problems. A_ typical 
example is the British Bank of Iran and 
the Middle East, formerly the Imperial 
Bank of Persia, of which Lord Kennet, 
head of the powerful Capital Issues 
Committee, is chairman. This bank, 
which was incorporated by Royal Charter 
in 1889 and now has deposits of more 
than £33,000,000, does nearly all of its 
business in Arabic-speaking countries, 
and consequently its staff must: under- 
stand that difficult language. 


The bank now does comparatively 
little business in Iran because of diffi- 
culties with which the world is now well 
aware, but has a large organization in 
Iraq, Kuwait, Bahrain, Muscat, Dubai, 
Saudi Arabia, Syria, Jordan and 
Lebanon. 


The bank staffs at the various branches 
are partly British and partly employees 
recruited locally. The British staff 
receive training at the bank’s London 
headquarters. The language difficulty is 
an acute one, but the bank has solved 
it by establishing a school at Amman, 
capital of Jordan, where a distinguished 
Arab scholar conducts six months’ 
courses in which the men acquire the 
basis of Arab grammar. 

Fundamentally the grammar is the 
same everywhere, though there are great 
differences of pronounciation and accent. 


Bahrain branch, British Bank of Iran and the Middle East 





November, 1951 


BURROUGHS 
CLEARING HOUSE 


Founded 1916 


Editor, HENRY J. BOONE 
Associate Editor, HARRY V. ODLE 


NOVEMBER, 1951 
Volume 36 Number 2 


CONTENTS 








Page 
Estate Plan for Employees - 29 
By FRANK F. RISSO 


How Rotterdam Rebuilt Its 
Banks - - - - - - = © 82 
By C. FREDERICK KARSTEN 


An Improved Register Check 
Personal Money Order - - 36 
By WILLIAM PETERSEN 


Campaigning for Savings 
Accounts - - - - - = «© 38 
By RALPH F. BAGWELL 


Mr. Clutchbill’s Thanksgiving - 41 
By FRED COPELAND 


Washington Viewpoint - - - 43 
By N. P. GREGORY 


The 


Canadian Banking - - - + 69 
By JAMES MONTAGNES 


Personality Spotlight - - 51 


The Booklet Counter - - «+ 73 


Court Decisions - - - - - 75 
By FREDERICK C. FIECHTER, JR. 





EDITORIAL AND BUSINESS OFFICES 
DETROIT 32, MICHIGAN 
ADVERTISING OFFICES: 
DETROIT 382, Second and Burroughs Avenues 
Trinity 5-2260 
NEW YORK CITY 3. 219 Fourth Avenue 
Algonquin 4-6350 
CHICAGO 6, 308 West Washington Street 
Financial 6-1331 
FRANK E. QUISH, 
National Advertising Manager 
Copyrighted, 1951, by 
Burroughs Adding Machine Company 





Mailed monthly at Mount Morris, Illinois, 
Acceptance under section 34.64, P. L. & R., 
authorized 











It has been found that after students 
acquire a sound knowledge of the basic 
grammar, they soon accustom themselves 
to the idiom of the particular country 
in which they are assigned. 

FRANK PLACHY, London Correspondent, 

1 Threadneedle Street, 

London, E. C. 2, England 


e e e 


In the Philippines 


Sirs: Your magazine seems to be the 
only one of its kind in the Philippines 
furnishing a medium for the _inter- 
change of ideas on bank management 
and operation. I can tell you that I 
read it from cover to cover. 

VINCENT L. RECTO, 

Philippine Trust Company, 

Manila, Philippine Islands 








if the world is 
your customer's oyster... 











Why not help him open it more quickly and easily by 
using the facilities of The Philadelphia National’s 
foreign department? 


With one of the most active foreign departments in the 
country and the largest in Philadelphia, The Philadelphia 
National finances more exports and imports moving through 
the nation’s number 2 port than any other bank. 


Through The Philadelphia National and its foreign 
correspondents you can offer your customers the world’s 
finest foreign trade service. 


THE PHILADELPHIA NATIONAL BANK 


PHILADELPHIA 1, PA. 
Organized 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The Wumber Oue Sank in Philadelphia in more ways than one! 


2 Burroughs Clearing House 
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TRENDS UN FINANCE 








For an Investing America 


A national “Invest in America” week 
appears to be well in the making. 
This year the idea has been tried in 


three major cities—Los Angeles, Phila-’ 


delphia and Detroit—with encouraging 
results. In each instance the basic pur- 
pose has been to make the average Amer- 
ican more aware of his importance as an 
investor, in providing the funds needed 
for the free enterprise system. 
Prominent speakers. The Los Angeles 
event was not sponsored solely by invest- 
ment groups but had the broad backing of 


many business and civic organizations ° 


working with the Chamber of Commerce. 
It emphasized investment in homes, sav- 
ings and insurance as well as in securi- 
ties. The program included a series of 
major meetings addressed by prominent 
leaders drawn from various parts of the 
country, and numerous talks at smaller 
gatherings by members of a speakers 
bureau. A wealth of educational material 
was released to the press, radio, and 
other media. There were tie-in activities 
in the schools, clubs, churches, etc. 

The Invest in America week program 
in Philadelphia last month was a joint 
undertaking of prominent commercial 
and investment bankers. A series of 
daily luncheons were keyed to specific 
groups such as women, consumers, labor 
and industry, and youth. 

Open house. The 40 investment firms 
having offices on Griswold Street or a 


few steps away from that Detroit finan- 
cial thoroughfare held “open house” dur- 
ing the other Invest in America week 
held in October. As one of the features 
the public was invited to visit the broker- 
age firms and see “what makes the tick- 
ers tick.” The occasion also launched 
a series of public meetings being held 
weekly on the subject of investments, at 
the downtown public library. A television 
forum and several radio programs, in- 
cluding one on the floor of the Detroit 
Stock Exchange, helped to stimulate in- 
terest. Sponsorship of the Detroit event 
was limited to five investment associa- 
tions or clubs, and the Exchange. 

By means of these programs, the story 
of investment as the foundation of Amer- 
ican business and economic life is being 
spread in metropolitan centers. The out- 
look is that each year will find the move- 
ment becoming more general throughout 
the country. 


Stockholder Census 


As a means of ascertaining who the 
owners of American business really are, 
the first comprehensive census ever made 
of the nation’s stockholder population is 
now under way. 

This formidable project, requiring 
about a year, is the brain child of George 
Keith Funston, new 40-year-old president 
of the New York Stock Exchange, who 


believes that the benefits obtained will 
more than match the work involved. 
Present estimates of the stockholder pop- 
ulation range all the way from 5,500,000 
to 20,000,000. 

Impartial survey. Mr. Funston does not 
want to give the impression that the 
Stock Exchange is out to prove any par- 
ticular point. He is convinced that the 
Brookings Institution, which will conduct 
the investigation and publsh the findings, 
will do an honest job. But he suspects 
that the survey will produce evidence 
that Main Street—not Wall Street— 
owns the nation’s industries. 

“The political force of the real cor- 
porate ownership in America will be 
highlighted for all to see,” Mr. Funston 
has stated. “The sum of the people who 
have declared their faith in our free 
enterprise system will be spread across 
the record. We will then have the meas- 
ure of American capitalism in action.” 

Big undertaking. The census will em- 
brace nearly 5,000 corporations. It will 
include not only the 1,071 listed on the 
New York Stock Exchange, but also some 
680 on the New York Curb, about 600 
(exclusive’ of dual listings) on the re- 
gional exchanges, and approximately 
2,500 of the companies traded over-the- 
counter. 

While he contends that perhaps the 
greatest fault with American capitalism 
is that there are not more capitalists, and 
he favors a broadened stock ownership, 


Spreading movement stresses importance of investment in free enterprise economy 
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Invest In America Week 


October 7-12, 
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RADIO BROADCASTS 
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Baber, Simonds & Co, 
12 Belt Solding 
Stanley W. Cousley, Chairman 
Philadelphia Invest in America Committee 
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“Invest in America” Week Events 


DOWNTOWN LIBRARY 


121 Gratiot Avenue at Farmer, 
For five Mondays of 7:48 
PM, commencing tomorrow. 
A tenes of public mestings 
abowt INVESTMENTS ANO 
INVESTING. 


is designed to help Mr. & Mes. 
Jens 
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Purpose 
* To stress the importance of our free enterprise system 
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and political freedom; to mate every American more ewore 
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ductive American economy. 
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Mr. Funston has also issued this note of 
caution: “In urging millions more of our 
citizens to exercise their potential priv- 
ilege of ownership we must recognize the 
risks involved. Wider stock ownership is 
no panacea for Stalinism or socialism.” 

Unassuming but impressive. What sort 
of an individual is this tall young aca- 
demician who has succeeded Emil Schram 
to the $100,000 a year post as head of 
the 159-year-old New York Stock Ex- 
change? One of his acquaintances, a 
New York financial writer, calls him “an 
intellectually honest guy in a tough job.” 
He is also described as being “a nice 
fellow, unassuming but impressive, and 
utterly direct.” At this point he is main- 
taining a tight schedule, with appoint- 





ments spaced out every 15 minutes dur- 
ing the day. 

Keith Funston believes that his new 
job represents a great educational oppor- 
tunity, with respect not only to the public 
at large but also insofar as Exchange 
members are concerned. 


Career highlights. As an educator, his 
has been a noteworthy success story. He 
was named head of Trinity College in 
Connecticut seven years ago, at the age 
of 33, and during his administration the 
school’s resources increased from $8,000,- 
000 to more than $13,000,000. 

He has had experience in industry, too. 
At the age of 25, he was named assistant 
to the vice-president in charge of sales 
at the American Radiator and Standard 














secondary market. 





ODAY THE BANK INVESTMENT 
executive finds municipal bonds 
available to fill almost any require- 
ments of safety, salability and yield. 

Never before has he had the variety of issues to 

choose from, nor such a large number of bidders if 

he has bonds to sell. And he enjoys an excellent 
buying atmosphere because of the strong primary 
market and a steadily increasing activity in the 


€ These facts, coupled with the tax-exempt feature 
of municipals, their long record of stability, and 
their serial maturities that adapt to varying invest- 
ment needs, provide advantages that are gaining 
ever increasing attention from bank investors. 

@ Halsey, Stuart & Co. Inc. makes municipal bonds 
available to banks and other conservative investors 
in whatever quantities may be desired. Send with- 
out obligation for our latest offering list. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 
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GEORGE KEITH FUNSTON 


Main Street or Wall Street? 


Sanitary Corporation. In 1940 he joined 
Sylvania Electric Products, Inc., and 
later became director of purchases. Dur- 
ing World War II he served as special 
assistant to Donald M. Nelson, chairman 
of the War Production Board. 

Well connected. Before resigning his 
business connections to become president 
of the Exchange he was a director of a 
number of prominent business and finan- 
cial firms, including the Hartford Na- 
tional Bank & Trust Company, the Con- 
necticut General Life Insurance Company 
and the Aetna Insurance Group. 

Keith Funston’s present ambition is to 
carve a memorable niche for himself in 
the long history of the New York Stock 
Exchange. By admittedly “sticking his 
neck out” in advocating the national sur- 
vey of the American stockholder popula- 
tion, he has made a big start. 
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The Burgeoning **Mutuals”’ 


“Sensational” and “breathless” are two 
of the terms that have been applied to 
the post-war rise of mutual investment 
funds, and the statistics bear out these 
high-powered adjectives. 

According to the Wall Street Journal, 
103 of the largest mutual funds by last 
month had aggregate net assets of 
$3,045,000,000. That represented a gain 
of 11 per cent in three months, 30 per 
cent in a year, and 170 per cent since 
1945. Six years ago, 30 of these funds 
were not even in existence. In one dec- 
ade the ranks of fund shareholders have 
swelled from about 300,000 to more than 
1,000,000. 

Plenty of promotion. It is estimated 
that there are not less than 10,000 sales- 
men promoting fund shares, since at least 
2,500 of the 2,700 member firms of the 
National Association of Securities Deai- 
ers are now pushing these investments. 
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“...¥es, Art, we buy and se// our 
Government bonds through Bankers Trust 
in New York. Because theybe a primary 
Cealer all prices are nef; And their 
over-all advice on our account has been 


very helptu/...” 


























































When you buy Governments from Bankers Trust—you deal direct 


As a primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain an in- 
ventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 


saving for your bank. 


Moreover, this service is rendered 
to our Customers at the lowest pos- 
sible cost—all prices are net. 


‘\ovember, 1951 


We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


this segment of your portfolio. 

For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N. ¥. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals. 
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Manned by officials with years of 
experience, our Correspondent 
Bank Division renders a complete 
service, conducted in an intimate 
and personalized manner. 

















Cooperation is our guiding policy. 
Public National 


BANK AND TRUST 
COMPANY OF NEW YORK 
Established 1908 


Member: New York Clearing House 
Association, Federal Deposit 
Insurance Corporation 
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INVESTMENT FUNDS 
iny esting their capital in 
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PREFERRED STOCKS 
(Series K1-K2) 


COMMON STOCKS 


(Series 8 1-S2-S3-S4) 





The Keystone Company 
50 Congress Street, Boston 9, Mass. 


Please send me prospectuses describing 
your Organization and the shares of vour 


ten Funds. U-3 
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And, high-compression sales techniques 
ranging from puppet shows to ads in 
labor and foreign language newspapers 
have been utilized. 

Still, many insist that the surface has 
hardly been scratched. The share com- 
panies are still a comparatively small 
factor in the total financial picture. The 
American Telephone & Telegraph Co. 
alone has about as many shareholders as 
all of the mutual funds. The $3 billion 
in total assets also sizes up rather small 
in comparison with $20 billion in mutual 
savings banks, $30 billion of savings de- 
posits in commercial banks, $60 billion in 
life insurance companies, and $100 billion 
value of stocks listed on the New York 
Stock Exchange. 

Instalment plans. The best market for 
investment shares lies in the $4,500 to 
$6,000 income class, many of the fund 
promoters believe. To reach this medium 
income group, a number of the funds 
have developed periodic accumulation 
plans that make it easy for the investor 
to pay for his holdings in small instal- 
ments. The initial payment may be as 
low as $50 with monthly additions of $25. 
Securities salesmen like such savings 
plans because they find that relatively 
few people have much investible money 
accumulated, and the instalment arrange- 
ments broaden the list of prospects. 
However, the extra paperwork and ex- 
pense involved has caused some of the 
larger funds to refrain from adopting 
any such payment plans. 
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The Lending Picture 

Borrowing by business keeps climbing, 
as the accompanying chart reveals, and 
on September 26 Federal Reserve member 
banks in leading cities had a_ record 
$20,078 million outstanding in industrial, 
commercial and agricultural loans. The 
total has risen $2,219 million during 
1951, and is $4,353 above a year ago for 
the big city banks. 

Rise restrained. Nevertheless, bank 
credit has not been as freely used this 
summer as a year ago. This point was 
made by Oliver S. Powell, member of the 
board of governors of the Federal Re- 


| serve System, in discussing the Voluntary 





| Credit Restraint Program at the fall 


Fall rise anticipated 
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OLIVER S. POWELL 


Appraises VCR record 


conference of the Robert Morris Asso- 
ciates last month. He stated: “Between 
June 28, 1950, and September 27, 1950, 
business loans at weekly reporting mem- 
ber banks increased by $2,123,000,000. 
In the corresponding weeks this year the 
business loan expansion at these banks 
has been only $858 million, less than half 
of last year’s increase in the same quar- 
ter. Putting the matter another way, it is 
expected on a seasonal basis that banks 
loans in the third quarter of the calendar 
year would grow by 6 per cent; this year, 
the third quarter increase has been only 
4% per cent. 

Record praised. Further analyzing the 
loan statistics during the third quarter, 
Mr. Powell asserted that the increase 
represented (1) credits to basic indus- 
tries, in many instances involving defense 
loans, and (2) the usual fall seasonal 
borrowings. “The net change in other 
business loans has been a decrease of 
about $150 million,” Mr. Powell declared. 
“The over-all picture would seem to indi- 
cate expert workmanship in the handling 
of the nation’s bank credit in this period 
of 15 per cent defense and 85 per cent 
peace activities.” 

Governor Powell further states that 
the VCR program has provided the finan- 
cial section of the economy with a vital 
rallying point, a mechanism for joint 
action. Also, it has given lending officers 
new benchmarks for use in their ap- 
praisal of loan applications. 

Better statistics. Moreover, says Mr. 
Powell, “we have learned a great deal 
more about the behavior of our credit 
system due to the effort to interpret the 
happenings of the past year and the 
resulting new statistics which are avail- 
able. The breakdown of business loan 
statistics by class of borrower which has 
been under way from week to week since 
last March is spelling out the seasonal 
pattern of loans which we have never 
known before except in vague generali- 
ties. The commitment figures recently 
obtained in detail from the major life 
insurance companies and in less detail! 
from a number of commercial banks and 
from the savings bank field tell us a 
great deal more about the financial assur- 
ances upon which American busines: 
conducts its operations. We have ever 
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learned something more about the effect 
of changing interest rates and yields in 
the securities markets upon the willing- 
ness of borrowers to float new securities 
and the willingness of investors to change 
the character of their portfolios.” 

Added problem. As to the future, Gov- 
ernor Powell sees another credit restraint 
task looming ahead. He told members of 
The Robert Morris Associates: “Not only 
must we continue to screen new credits; 
we must also see that those who have 
borrowed the money pay it back when 
the credit has served the purpose for 
which it was borrowed. Under present 
excess profits taxes, much of the bor- 
rowed money is practically cost free. 
Thus one of the incentives for paying 
back a bank loan is temporarily removed. 
Idle working capital, even though it is 
provided by bank or other borrowing, 
might be used for purposes not directly 
connected with defense or other essential 
purposes. Part of your job should be 
that of encouraging your customers to 
keep their borrowing to a minimum. In 
this way, we shall avoid piling up the 
money supply while yet assuring deserv- 
ing borrowers of adequate credit.” 
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High-Cost Farming 

Of significance to farm lenders is the 
fact that rural customers since the start 
of the Korean conflict regained the price 
advantage they lost during the 1948-1949 
recession, but a cost-price squeeze is 
developing to reverse the tide again. If 
continued it could pose trouble for a 
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Monthly Review, Federal Reserve Bank of Atlanta 





Important to farm lenders 


mechanized and specialized agriculture 
with its fewer “postponable” costs. 

During the 1948-1949 period farm 
product prices fell 22 per cent while 
prices the farmers paid dropped only 6 
per cent, so that the parity ratio declined 
from 113 to 95. 

The traditional volatility of farm 
prices worked the other way in the gen- 
eral increase touched off by the Korean 
war, and by February of this year prices 
received by farmers were 27 per cent 
higher than in June 1950, while prices 
paid were only 9 per cent higher. The 
parity ratio again stood at 113. 

‘owever, since February the tide has 
agrin turned against the farmer, as 
Shown by a chart from the Monthly 
Review published by the Federal Reserve 
Bank of Atlanta. By August, prices re- 
ce.ved had declined 7 per cent from the 
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record high reached in February and 
prices paid had increased 3 per cent. 
With expensive mechanization and an 
increased use of items not produced on 
the farms, cash costs have become an 
increasingly important part of the total. 
This higher cost structure means that 
a crop failure or a rapid drop in farm 
product prices can bring farmers into 
difficulty quickly. It has many other 
implications. For example, farmers are 
borrowing more heavily. A new premium 
is placed on wise and economical pur- 
chasing. More careful planning is needed 
to get the most return for each dollar 
spent. Adequate records to locate weak 
spots and measure progress are more 


vital. And higher costs magnify 
need for building up cash reserves. 

The Federal Reserve Bank of Atlanta 
suggests that banks can help their farm 
customers in this period of rising costs, 
by adopting policies to fit the situation. 
One recommendation is to discriminate 
in favor of the farmer who is improving 
his farm and increasing his efficiency. 
Another is to encourage off-season pur- 
chases of supplies. Still another is to 
assist farmers in adopting the cost- 
reducing practices recommended by the 
experiment stations and extension service 
workers. In some cases, larger farms 
may be a means of spreading costs. 

It is considered probable that farmers’ 
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does he consult? 


banker. 


Beyond the call of duty? 


can to help. 


different objectives ... 


most popular stocks. 


help others, just ask. 


70 PINE STREET 


If you think these reports and services can help you to 


There’s no charge, no obligation. Simply address— 


Banking Department 88-K 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Offices in 97 Cities 


It Happens All The Time! 


A widow is worried about the future. 
securities were just fine for his objectives — but how 
about hers? What should she buy, sell, or hold to protect 
her capital? Whom can she ask? ... Her banker. 


Her husband’s 


Some customer, some classmate, some friend gets a 
“hot-tip” on the market—a hunch on some stock. For- 
tunately he remembers to check the facts first. Whom 
... His banker. 


Any number of people with extra savings may want to 
start an investment program—have no idea what to buy 
or how to begin. Where do they go for help? ... Their 


Well, not if you ask most bankers. They do all they 


That’s why we’re pleased that so many of them have 
found good use for our services. 


For instance: Our Research Department has reviewed 
scores of portfolios at the request of bankers ... analyzed 
hundreds of stocks in terms of specific holdings and 
lanned individual investment 


programs for $5,000, $50,000, $500,000. 


For instance: We'll mail any banker our Security and 
Industry Survey—a quarterly report on some 30 indus- 
tries and 300 important companies . .. or our studies on 
different industries, such as “Railroads”, “Chemicals”, 
and “Steel and Metals” as they’re published . . . or our 
latest one-page Stock Appraisals on 100 or more of the 


NEW YORK 5, N. Y. 




















— 


























price advantages will continue to lessen 
in the months ahead. Rising wage rates 
are creating additional upward pressure 
on prices of industrial items. Freight 
rates and other distribution costs are 
also moving upward. On the contrary, 
many of the major farm commodities 
seem likely to sell at near support-price 
levels during the coming months. 

Thus in the period ahead, reductions 
in costs may be about the only way for 
farmers generally to maintain or increase 
their net incomes. High-cost producers 
may be in financial trouble. 
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Debts in Perspective 


With the total debt owed by individ- 
uals having risen steadily since World 
War II, from $30 billion in 1945 to $73 
billion at the 1950 year-end, the natural 
assumption might be that the public was 
becoming overloaded with mortgage and 
consumer financing repayment burdens. 

However, as the Business Bulletin of 
The Cleveland Trust Company points 
out, the debt figures standing alone do 
not mean much in these days of inflated 
dollars, for most monetary statistics 
have had a corresponding upward trend. 

Ability to pay. To obtain a better per- 
spective, it is necessary to measure the 
debt burden against people’s ability to 
carry the obligations, and this is reflected 
by the liquid asset holdings and personal 
incomes. 

In the diagram reproduced below, the 
total debt owed by individuals is ex- 
pressed as a percentage of liquid assets. 
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Business Bulletin, The Cleveland Trust Company 
Ratio below pre-war level 


While this ratio has been advancing 
steadily since 1945, the level at the close 
of 1950 was still below that of the years 
1939-1942. 

A similarly reassuring analysis can be 
made of the debt figures as compared 
with total personal income after taxes. 
For the 1925-1940 interval the ratio of 
debt to income ranged from 38 to 63 
per cent, and averaged 47.5 per cent. 


The same ratio stood at 35.6 per cent for 
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PRIVATE PLACEMENT FINANCING 


Prepared by 
E.V. Hale & Company 
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Comprehensive data on $3 billion in private placements 


1950, which is well below the pre-war 
average. 

Not unduly large. While there are un- 
doubtedly many individuals who have 
over-extended themselves debtwise, it 
can be concluded from the _ overall 
figures that for the public as a whole, 
the burden of consumer and mortgage 
debt at the end of 1950 was not unduly 
large in relation either to incomes or 
liquid assets. 
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Private Placements 
American business used private place- 
ment financing through insurance com- 
panies and other lending institutions as 
a source for almost $3 billion for expan- 
sion, additional working capital and 
other financial needs in 1950. 
Comprehensive information on this 
increasingly important credit activity is 
to be found in “The 1951 Yearbook of 
Private Placement Financing,” prepared 
by E. V. Hale & Company, Board of 
Trade Building, Chicago 4, as a refer- 
ence source for banks, insurance com- 
panies and investment houses. 
Distribution of loans. The data was 
culled from the 1950 year-end portfolios 
of life insurance companies, fraternals, 
and other sources. One section traces 
the distribution of some $2.9 billion in 
bonds, debentures, notes and preferred 
stocks placed with 96 long-term invest- 
ing institutions. Nearly $1% billion of 
this amount went to industrial concerns, 
approximately $1 billion was loaned to 
utilities, and the balance was appor- 
tioned to governmental bodies, railroads, 
building and real estate firms, small 
business and miscellaneous borrowers. 
Included in the yearbook are sections 
which treat the loans alphabetically by 
borrowers; by lenders; and arranged 
by industries. Analytical listings show 
interest rates, maturity dates, purposes 
of financing, asset coverage, interest 
coverage and debt service coverage. 
Trends revealed. Among the facts dis- 


closed are the following: One out of 
every four loans was for under $300,000; 
two of five were for refunding previous 
issues; almost two of three were un- 
secured; there were more loans for four 
and five per cent than in previous years; 
maturities were somewhat longer; there 
were more standby arrangements; and 
banks participated in a greater number 
of loans. 

While in previous years loans made 
for the purpose of expansion and im- 
provement of facilities topped the 
analysis of purposes, they dropped to 
second place in 1950 with less than 20 
per cent, and refundings went to the top 
with 39.5 per cent. 

The Hale Yearbook is a voluminous 
work and sells for $35 a copy. 
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Savings Bond Problem 


What, if anything, should be done to 
revive the waning popularity of U.S. 
savings bonds? 

As a chart on the next page shows, 
redemption of Series E bonds have ex- 
ceeded sales each month since April, 
1950. The chart especially emphasizes 
the adverse shift in the sales-redemption 
pattern of large denomination bonds dur- 
ing the past year. Until last summer, 
sales of $500 and $1,000 bonds invariably 
exceeded redemptions by large margins. 
Since then, however, sales have dropped 
by a third from the previous year while 
redemptions have increased by the same 
proportion. This reflects inflation fears 
on the part of large investors. 

Small bond record. In contrast, sales 


of smaller denomination bonds have 
lagged moderately behind redemptions 


during the entire postwar period, with 
the turn-ins being stimulated by heavy 
consumer spending for durable goods. 
Since Korea, redemptions have increased 
by an eighth, with sales virtually remain- 
ing constant. 

A second chart shows that the tota! 
amount of Series E bonds outstanding 
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has remained almost unchanged during 
the past year, despite the fact that sales 
have not kept pace with redemptions. 
The reason for this apparent contradic- 
tion is that accrual of interest on out- 
standing bonds has about equaled the 
excess of redemptions over sales. 


Termed good buy. That savings bonds 
are still a good buy, apart from patriotic 
motives, is a contention of the Federal 
Reserve Bank of Chicago, in its monthly 
Business Conditions review for October. 
It holds that the 2.9 per cent yield if held 
to maturity is reasonable, considering 
the safety and liquidity of the invest- 
ment. As to the criticism that the bonds 
afford inadequate protection against in- 
flation, the Federal Reserve publication 
says that the same argument applies 
equally to corporate and municipal bonds, 
savings deposits, insurance policies, ete. 

Opposite viewpoint. A leading expo- 
nent of a contrasting viewpoint is Dr. 
Sumner Slichter, noted Harvard Univer- 
sity economist, who believes that people 
cannot be expected to inerease still 
further their large holdings of assets 
that will lose purchasing power from 
inflation. At the same time he recognizes 
that if individuals do not buy the gov- 
ernment’s securities the control of infla- 
tion will be made much more difficult, in 
view of the extensive borrowing that 
the Treasury will need to do in the next 
two years. 

As a solution, he advocates that the 
government issue two new types of sav- 
ings bonds. 


Are new types needed? 


Business Conditions, Federal Reserve Bank of Chicago 


High rate bond. One would bear a rate 
of interest sufficiently attractive to com- 
pensate buyers for the possible loss of 
purchasing power of their principal. In 
order to discourage the purchasing of 
these securities out of capital rather 
than income, the amount that any indi- 
vidual could buy would be limited and 
the securities would be made non-nego- 
tiable and non-redeemable within five 
years except for special reasons. Dr. 
Slichter believes that an interest rate of 
around 4 per cent would be sufficient. 

Purchasing power. The other type of 
bond would be redeemable after five years 
in a fixed amount of purchasing power, 
not a fixed number of dollars. Dr. Slich- 
ter maintains that, unlike the present 


E bonds, the purchasing power bond 
would be deflationary in times of infla- 
tion, because when people expected prices 
to rise they would hold it. On the other 
hand, such a bond would have the desir- 
able characteristic of being inflationary 
in times of deflation, since when people 
expected prices to fall they would convert 
their bonds into cash. 


Dr. Slichter further explains that the 
purchasing power bond would not be 
attractive to institutions that make in- 
investments against fixed dollar liabili- 
ties, and he would favor offering it in 
limited amounts only to individuals. He 
believes that an interest rate of one per 
cent or a little more would make the bond 
attractive to many thousands of savers. 
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Commerce speedy 24-hour transit service scores in 


your favor by saving from one to three days collecting 


time. This 


“Transit Crossroads of the Nation,” 


with 


more direct sending points than any commercial bank 


in the country, offers you transit service of unmatched 


swiftness and efficiency. 


Collect Direct Through 


(Ommerce Jrust Ompany” 


Cjottel Sel ee 23 Willeon Pullen 
KANSAS CITY'S LARGEST BANK 


Established 1865 


MEMBER _FEDERAL DEPOSIT 
INSURANCE CORPORATION 
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Chase for many years has been known as a 
“banker’s bank.” This reputation has been cre- 
ated by a willingness to serve and by the full 
and efficient facilities which Chase offers cor- 
respondent banks. How many of these could 
your bank profitably employ? 


Analyses of investment Dealers in State and 
portfolios Municipal Bonds 


Credit information Execution of security orders 
Around the clock mail pick-up 
Quick collection of items 


Participation in local loans with 
correspondent banks Many personal services 


Safekeeping of securities 
Full foreign services 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Cor poration 
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BANKING NEWS 








State-Wide Program for 
Private Banking 

In times of extended crisis, when it is 
easy to overlook or justify government 
restraint of private enterprise, many 
bankers and many banking groups have 
paid occasional lip service to the need 
for public education in regard to bank- 
ing and its role in the American econ- 
omy. Organized promotional efforts on 
behalf of our privately-owned banking 
system have been infrequent and at times 
half-hearted. Now a loud, clear voice is 
heard from the East, where the Penn- 
sylvania Bankers Association has under- 
taken a cooperative educational program 
to further a better understanding of the 
essential functions of private banking. 

Grass roots support. The cooperative 
educational program is essentially the 
idea of PBA President Robert C. Downie, 
president of Peoples First National Bank 
& Trust Company, Pittsburgh, and it 
will be the keystone of his 1951-1952 ad- 
ministration of the Association. The ma- 
jor portion of the heavy planning and 
organization for the program is the re- 
sponsibility of the PBA Public Education 
Committee, under the chairmanship of 
S. H. Chelsted, vice-president, Peoples 
First National Bank & Trust Company, 
Pittsburgh. 

The program was first proposed by 
President Downie at the annual PBA 
convention in Atlantic City early in 
June. At that time, sample posters, fold- 
ers, and other suggested promotional ma- 
terials were displayed to the convention 
delegates. The enthusiastic delegate re- 
sponse prompted a letter to all member 
banks of the Association, asking for their 
financial support of the program. Whole- 
hearted grass roots acceptance of the pro- 
gram’s aims and proposed techniques 
emphasized the urgent need for this type 
of propaganda and plans were laid at 
once for putting the program into effect. 

Employees first. Featuring a related 
theme each month throughout the coming 
year, the cooperative education pro- 


gram will use newspaper mats, lobby - 


posters, statement stuffers, speech ma- 
terial for bankers, and many other media 
to show the value of the banking system 
to the individual and the community. The 
first folder in the campaign, mailed in 
October, was addressed to the officers and 
employees of the Association’s member 
banks. Entitled “Put Yourself In These 
Shoes,” the folder stresses aspects of 
good customer relations by urging each 
bank employee to imagine himself in the 
position of the bank customer in various 
daily banking situations. A message from 
President Downie atached to each folder 
explains the program and states, “Since 
good customer relations is an essential 
part of good public relations, the success 
of our cooperative educational program is 
vitally dependent upon the good will of 
cur customers ... The attached sugges- 
tions remind all of us of the many things 
We can do in our everyday relations with 
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Employee folder kicks off 


Pennsylvania campaign 


our customers. We hope that you will 
find the suggestions helpful, and that you 
will lend full support to our program by 
taking every opportunity to create a 
favorable attitude toward banking.” Fol- 
lowing a long list of employee tips on 
courteous customer treatment, at the 
teller’s window, the loan interviewer’s 
desk, the officers’ desk, and anywhere in 
the bank, the employee folder advises, 
“The kind of treatment you enjoy as a 
customer ... is the kind of treatment 
your customer enjoys!” 

Material available. While the Public 
Education Committee concentrates on 
general public recognition of the value 
of independent banking, other commit- 
tees of the Pennsylvania Bankers As- 
sociation will direct educational cam- 
paigns toward specific groups in the 
state. The Schools Education Committee 
is preparing a program designed to in- 
still in children of school age an under- 
standing of the functions of banking. 
Similarly, the cooperative educational 
program calls for the PBA Personnel 
Education Committee to work on em- 
ployee relations, studying employee prob- 
lems and fresh ways to attract outstand- 
ing young people to the field of banking. 

All of the material used in the pro- 





gram will be copyrighted, but will be 
available to other state associations or 
individual banks on a cost basis. Bank- 
ers interested in obtaining samples of 
the material scheduled to be used in the 
program should write directly to Carl 
K. Dellmuth, Secretary, Pennsylvania © 
Bankers Association, 17 North Front 
Street, Harrisburg, Pennsylvania. 
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For Big Events 


In the nationwide movement toward 
mass advertising displays such as mul- 
tiple magazine advertisement insertions, 
giant car cards, and spectacular outdoor 
displays, one of the new, large-scale pro- 
motional ideas that is finding ready ac- 
ceptance among banks is the newspaper 
supplement. Designed as a complete news 
section to accompany a regular edition of 
the local newspaper, the supplement is an 
expensive form of public relations, per- 
haps not suitable as a regular bank ad- 
vertising medium, but ideal for putting 
across a special bank message force- 
fully and extensively. As the following 
examples clearly indicate, the newspaper 
supplement is an excellent means of an- 
nouncing and dramatizing significant 
events such as bank mergers, new bank 
quarters, and bank anniversaries. 

The bank and the community. An out- 
standing 12-page rotogravure supple- 
ment, distributed last summer with The 
Philadelphia Inquirer, covered the back- 
ground story of the new Girard Trust 
Corn Exchange Bank, formed through 
the merger of the Girard Trust Company 
and the Corn Exchange National Bank 
and Trust Company. Entitled “The Phila- 
delphia Futurama,” the supplement traced 
the growth of “Greater Philadelphia” and 
the concomitant expansion of banking 
service in the city. Pictures and text in 
editorial style treated the past, present, 
and future of Philadelphia’s industries, 
community business activity, develop- 
ment of trade and commerce, health, edu- 
cation, and culture. The role of banking 
facilities and service in every facet of 
this expansion was traced and clarified. 
The four-color front cover of the sup- 
plement showed an artist’s visualization 
of the modern Philadelphia of the future 
as contemplated by the city’s planning 
commission, while the back cover pic- 
tured and gave the location of the 13 of- 
fices of the newly-merged bank. 

Past, present and future. A_ similar 
newspaper supplement was used to pub- 
licize the new Mercantile Trust Company, 
formed through the recent merger of the 
Mississippi Valley Trust Company and 
the Mercantile-Commerce Bank and Trust 
Company in St. Louis. Circulated with 
an edition of the St. Louis Post-Dispatch, 
the rotogravure supplement featured 
many excellent four-color photographs 
illustrating the progress of the busy city 
and the role that the Mercantile Trust 
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Company will play in the future of St. 
Louis. 

While the newspaper supplement often 
is high in cost, the low space rates of 
small town newspapers and the fact that 
these newspapers will often donate con- 
siderable editorial space for the benefit 
of a leading advertiser in the community, 
make the supplement a practical public 
relations tool for the country bank. Com- 
piled with the help of the newspaper 
staff, an excellent supplement was pre- 
pared by The National Bank of Cam- 
bridge, Ohio, for distribution with the 
local paper, The Daily Jeffersonian, fol- 
lowing completion of the bank’s moderni- 
zation program. Giving a complete edi- 
torial history of the community and the 
development of the bank, the supplement 
contained no advertisements, but was in 
itself one large advertisement, a convinc- 
ing demonstration of the bank’s interest 
in the community. 

New branch, anniversary. Combining 
the opening of a new branch with a 50th 
anniversary celebration, The Elyria Sav- 
ings and Trust Co., Elyria, Ohio, was fea- 
tured in a thick supplement to the com- 
munity newspaper, the Chronicle-Tele- 
gram. The editorial columns of the sup- 
plement were devoted to articles describ- 
ing the new branch, the history of the 
bank in the community, and interesting 
facts about the bank’s personnel. A con- 
siderable portion of the supplement was 
devoted to the advertisements of local 
businessmen who were happy to express 
their thanks to the bank for past serv- 
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The newspaper supplement, an ideal way to dramatize bank events 


ices and to offer congratulations on the 
bank’s anniversary and new quarters. 
An interesting variation in newspaper 
supplements appeared when The Daily 
Record of Long Branch, New Jersey, 
celebrating 50 years of publishing in the 


COURTESY OF LEGIBILITY 


In one of our progressive Middle 
Western school systems they don’t teach 
students the conventional style of hand- 
writing, as taught elsewhere, but rather 
a neat style of printing which is iden- 
tified as “manuscript writing.” The idea 
is that when you write something it 
should be easy to read and, since print- 
ing is more legible than the scrawl 
of the average person, this so-called 
manuscript writing is supposed to be 
superior. 


Well, for the past twenty years or so 
this theory has been quite controversial 
among the people who live in this par- 
ticular village. The pros say it accom- 
plishes what writing is supposed to 
accomplish, and obviously this is true 
because there is no question but what 
the students do a neat job and some of 
them can go like lightning. The cons 
say it is too radical a change because 
the boys and girls don’t even learn to 
read the conventional style of writing. 


We, of course, are not a party to the 
controversy, but it is an interesting 
subject to us because it ties in with our 
Personalized Check Program, which is 
primarily designed to solve the problem 
of illegible signatures. Our selfish com- 
promise would be to hold to the style 
of writing in general use, even though 
it has created a nation of scrawlers, and 
persuade everyone to get his name 
printed on instruments which require 
quick and accurate identification...such 
as a bank check. 


So we will continue to try to make 
headway in establishing the importance 
of imprinted checks, which retain the 
individuality and character of written 
signatures and provide the added cour- 
tesy of the printed name. Banks from 
coast to coast are quite enthusiastic over 
the wide acceptance of these checks 
among their customers. Are you selling 
them in your bank? If not, won’t you 
let us help you start a planned program? 
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community, issued a news section devoted 
exclusively to the local banks. In this 
supplement, each financial institution in 
the area was pictured together with an 
article on its history and policies in the 
community. 
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Simple Credit File 

As a starting point for bank use in de- 
veloping systematic credit files, the Min- 
nesota Bankers Association has devel- 
oped a minimum credit file for country 
banks. Simple in form and easily main- 
tained, the file consists chiefly of four 
forms that provide the essential credit 
information necessary for the average 
bank. These forms should be supplement- 


| ed with any other data that will enable 


the bank to adequately measure the in- 
dividual borrower’s character, capacity, 
and capital. Housed in a letter-size ma- 
nila folder, the forms in the MBA credit 
file are well-designed to provide this ba- 
sic credit information. 

Financial statement. The Agricultural 
Financial Statement used in the file is 
distributed by the Federal Reserve Bank 
of Minneapolis. The MBA recommends 


| that this form be completed by the farm 


borrower at least once a year, preferably 
at approximately the same time each 
year so that accurate comparisons can be 
made from one period to the next. This 
form provides space for breakdowns on 
the farmer’s live stock, grain, feed and 
machinery, as well as a summary of in- 
come and expense which is obtained from 


| the farmer’s income tax return. 


While this suggested form is essen- 
tially for farm borrowers, the MBA sug- 
gests that in the case of business borrow- 
ers any good commercial statement may 
be used so long as it contains space for 
sufficiently showing the borrower’s as- 
sets, liabilities, income, and expenses. 
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Comparison sheet. The MBA minimum 
credit file contains two types of compari- 
son sheets, one the ordinary type used for 
commercial customers, and the other a 
simple form designed adequately to meas- 
ure the farmer’s capacity, or his progress 
from year to year. By transcribing the 
assets and liability figures from the 
yearly financial statements to the com- 
parison sheet, the bank can obtain a pic- 
ture of the farmer’s success; however, 
bank lenders are warned that trends in 
the market value of live stock and feed 
must be taken into consideration in evalu- 
ating the farmer’s net worth and growth. 
For example, a farmer may show a sub- 
stantial increase in net worth that is due 
entirely to a yearly write-up in live stock 
valuation, whereas analysis shows that 
he has not actually increased his ma- 
chinery, farm property, or live stock 
numbers, 

Comment sheet. The simple comment 
sheet is probably the most frequently 
used form in any credit file since it is 
used to record all information of a credit 
nature concerning the borrower that 
comes to the attention of the lending of- 
ficers of the bank. The opening item on 
this form will often be a brief history of 
the facts known about the borrower. 
Other items which rightfully belong on 
this form are the purpose and repayment 
plan for each loan or line of credit 
granted, comments after farm or plant 
inspection, comments regarding changes 
in the financial statement from year to 
year, credit bureau checkings and other 
investigations, and any other information 
that may effect the borrower’s credit 
standing. 

Credit file memo. The last of the four 
basic forms included in the Minnesota 
Bankers Association’s credit file is a 
credit file memo, a form that is not a 
permanent part of the file but has several 
important uses. The MBA suggests that 
a pad of these forms be kept on each 
loan officer’s desk. The most common 
use of the form is as a loan application 
on which the officer jots down pertinent 
information about the loan requests and 
the applicant while discussing the appli- 
cation for credit with the customer. The 
form provides space for such information 
as the purpose of the loan, the repayment 
plan, security offered, and additional re- 
marks. These memo slips can be collect- 
ed at the end of each day by a stenog- 
rapher and the information transcribed 
to the comment sheet to become a perma- 
nent record in the credit file. 

While these four forms will in most 
cases provide adequate credit informa- 
tion the MBA suggests that a complete 
credit file may include other supplemen- 
tary forms such as loan applications, 
farm inspection appraisal sheets, cream 
or other produce assignment forms, chat- 
tel mortgage abstracts and copies of the 
chattel mortgage. 


* @ ® 


A.i3.4. Credit Conference 


_ Nore than 1,000 of the country’s lead- 
ing bankers are expected to meet in 
Chicago, December 3-5, to discuss the 
crec it problems of expanding production, 
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Bank of America Travelers Cheques 
are known the world over. Sell 
them to your customers. 
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Simple self-mailing check 


according to C. Francis Cocke, president 
of the American Bankers Association. 
The occasion will be the Fourth National 
Credit Conference at Chicago’s LaSalle 
Hotel to be held under the auspices of 
the A.B.A. Credit Policy Commission. 

“It is extremely important that the 
chief loaning officers of banks meet 
now,” stated Mr. Cocke, ‘“‘because we 
face two serious responsibilities. The 
first is to finance the ever-increasing 
demands of defense, and the second is 
to restrain credit for non-essentials that 
would contribute to further inflationary 
pressures. At this conference, bankers 


| will hear representatives of government, 


industry and finance discuss credit 
trends which may develop during the 
coming year.” 


. * e 


Self-Mailing Check 


A new type of self-mailing check is 
now in use at the Peoples First National 
Bank & Trust Company of Pittsburgh, 
Pennsylvania. Unlike the various forms 
of postcard checks that have been used 
by banks in the past, the new self-mailer 





assures complete privacy 


assures complete privacy. 

Flaps attached to the check fold down 
like an unsealed envelope. It is only 
necessary to fill out the check, fold and 
seal the flaps, and address the back of 
the form. A perforated edge where one 
of the flaps abuts the check makes for 
convenient and safe opening of the 
check envelope. 

While the self-mailing checks have 
been in use only a short time, the initial 
response of the customers of the Peo- 
ples First National Bank & Trust Com- 
pany has been very favorable. 


e @ e 


Walk-Up Windows 


Banks built in congested downtown 
areas frequently cannot obtain the space 
necessary to offer their customers the 
popular drive-in banking facilities. An 
unusual adaption of the automobile 
banking idea, walk-up or sidewalk bank- 
ing, promises to solve the problem of 
the motorized bank customer and to ease 
the strain of crowded bank lobbies as 
well for the downtown bank. 

A recent installation of this type at 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


67 Branches in Greater New York 


54 Branches Overseas 





Statement of Condition as of September 30, 1951 





ASSETS 
Cash, Gold and Due from Banks............. $1,464,757,206 
United States Government Obligations. ...... 1,457 ,986,037 
Obligations of Other Federal Agencies........ 29,765,129 
State and Municipal Securities.............. 503,781,463 
Other Securities. ee 109,622,890 
Loans and Discounts. ‘sis ude baci 1,888,517,600 
Real Estate Loans and Securities. sail ak Apes ik Nila 23,100,462 
Customers’ Liability for Acceptances. . 30,186,805 
Stock in Federal Reserve Bank. 9,000,000 


Ownership of International Banking Corpora- 
ae sails Whna-wa nal nes We BA we aedea-w 7,000,000 














Bank Premises. . iy ib es ieee aero ie deiantniekeiedl a 29,011,948 
Se NO 5 dbs dee ba dhbode ebb cee benens 3,649,619 
TOE, oo bebe évk +44 ced cue eeessacns Fee 
LIABILITIES 
Deposits. . reer 
Liability on . Acceptances and Bills. $42,981,826 
Less: Own Acceptances in Port- 
folio. . aye errr = 8 31,789,059 
Due to Pardon Cuma Boake biAtad seme ee es 11,172,900 
(In Foreign Currencies) 
Items in Transit with Branches. ...........6. 17,836,436 
Reserves for: 
Unearned Discount and Other Unearned 
Income. 18,231,526 
Interest, Taxes, ‘Other Accrued d Expenses, ‘ete. 41,415,293 
Dividend. 3,312,000 
Capital. . , ; -$144,000,000 
(7,200, 000 Sharee—$0 Par) 
Surplus. . (sede noms 156,000,000 
Undivided Profits. teesece, Geeeee 362,254,837 
ee ip bi Renee eee $5,556,379,159 








Figures of Overseas Branches are as of.September 25, 1951. 


$418,564,259 of United States Government Obligations and $11,681,500 of 
other assets are deposited to secure $339,248,560 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 
Capital Funds $30,810,618 





DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 

CURTIS E. CALDER 


Chairman of the Board, Electric 
Bond and Share Company 


EDWARD A. DEEDS 
Chairman of the Board, The 
Nationa! Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


L. M. GIANNINI 
President, Bank of America 


National Trust and Savings 
Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


WILLIAM H. HOOVER 
President, Anaconda Copper 
Mining Company 

AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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Sidewalk windows, Davenport Bank & Trust Company, Davenport, Iowa 





the Davenport Bank & Trust Company, 
Davenport, Iowa, consists of a new style 
in flush auto banking windows, well- 
suited for sidewalk banking duty, manu- 
factured by the Herring-Hall-Marvin 
Safe Company of Hamilton, Ohio. The 
two windows, built of bullet-resistive 
steel and glass and finished in lustrous 
stainless steel, are equipped with a six- 
point communication device that enables 
the teller to conduct conversations with 
the customer and with five different loca- 
tions within the bank. A night depository 
unit is set between the two walk-up 
windows. 

Patio teller. Only a limited parking 
area in front of the bank is needed to 
insure a fast turnover at a sidewalk 
window. At The Groos National Bank, 
San Antonio, Texas, for example, regu- 
lar. ‘No Parking” signs, restricting park- 
ing during bank hours and bearing the 
phrase, “For curb teller service only,” 
were obtained for the area in front of 
the bank’s two new sidewalk windows. 


Innovations in curb service, walk-up banking, relieve lobby congestion 


Outdoor windows at First National Bank of Fort Lauderdale, Florida 


Curb service, The Groos National Bank, 
San Antonio, Texas 
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Customers of the bank can pull up to 
the curb, step across the sidewalk and 
complete their banking transaction with- 
out being out of sight of their cars. 

An innovation in walk-up banking is 
reported by the First National Bank of 
Fort Lauderdale, Florida, where two out- 
side windows have been installed at the 
rear of the bank, close by the bank’s 
parking lot. Around the windows an at- 
tractive patio has been set up and deco- 
rated and furnished with stone tables, 
modern chairs, umbrellas and _ potted 
plants. This patio facility is used in addi- 
tion to the bank’s regular drive-in win- 
dows. 

Attendant service. After convincing 
municipal authorities that a curb teller 
unit would greatly reduce downtown traf- 
fic problems, the Pontiac State Bank of 
Pontiac, Michigan, developed an ingeni- 
ous sidewalk installation to fit the par- 
ticular needs of the bank’s main office. 
The curb unit, which was installed fol- 
lowing the removal of parking meters 
and the creation of a loading zone at the 
side of the bank, was built entirely by 
local workmen. Manned by two of the 
bank’s tellers, the home-grown unit fea- 
tures bullet-resistive glass, a two-way 
communication system, and two hinged 
receptacles for receiving deposits. The 
window is used exclusively for commer- 
cial transactions. 

When a customer of the bank drives 
into the loading zone in front of the 
window he is greeted at the curb by an 
attendant, on duty during banking 
hours, who takes the deposit and the de- 
posit slip, which has been filled out in 
advance, to one of the hinged receptacles 
at the window. The teller operating the 
receptacle receives the deposit and the 
deposit slip and returns the receipt to 
the outside attendant who turns it over 
to the depositor. Most transactions are 
completed in less than a minute and com- 
mercial customers with large payroll and 
change requirements are urged to phone 
in their needs in advance so that the or- 
der will be ready when the customer 
stops at the bank. Since its opening in 

















Special accommodations are 
provided at medical center 
bank facility 


early September the window has seen a 
steady growth in the number of custom- 
ers using the curb service, according to 
Milo J. Cross, president of the Pontiac 
State Bank. 
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Roll-in Window 


Several hundred wheelchair patients 
have been provided a new convenience 
at the bank facility maintained at the 
Army Medical Center, Walter Reed 
General Hospital, by The Riggs National 
Bank, Washington, D.C. A_ separate 
window, which is approached via a 
special inclined ramp, has been set up 
for the exclusive use of the many 
veterans at the Center who are confined 
to wheelchairs. 

Busy bank. Originally established in 
1944, the Riggs facility at Walter Reed 


has seen a brisk volume of business since 
the outbreak of hostilities in Korea with 
the resulting additions to both patients 
and personnel at the Center. 

Payday comes twice a month, by check 
instead of cash, at the Army Center, 
and on many occasions the small bank 
office has handled as high as 2,000 cus- 
tomers in a single payday. Although 
the facility is housed in a small wooden 
barracks on the Post, complete banking 
services are available to the military and 
civilian personnel of the Center as well 
as to members of their families. 


e e e 


How To Sell Banking 


The many promotional ideas that fol- 
low are drawn from recent examples of 
the work that banks are doing to increase 
public acceptance and usage of their 
services. Some of the ideas are new, oth- 
ers represent new uses and refinements 
of well-proven public relations plans, 
some of the ideas are part of campaigns 
that have been carefully plotted by ex- 
perienced advertising men, many are 
merely the ingenious, homegrown result 
of a bank’s desire to create an impres- 
sion or tell a story. All of these exam- 
ples point up the fact that, with or with- 
out a sizeable advertising budget, any 
bank can find fruitful promotional pos- 
sibilities, waiting only to be nurtured 
and harvested, within its territory. 

T-shirts and walnuts. Over 3,000 
youngsters, ranging in age from 4 to 14 
years, are parading the streets of Butler, 
Pennsylvania, and the surrounding farm- 
ing district, wearing new T-shirts that 
advertise in blazing red letters the But- 
ler Savings and Trust Company. The 
bank distributed the shirts at the local 
farm show. When the original supply of 
the shirts was quickly exhausted by the 
heavy demand, names of hundreds of 
additional youngsters were taken and the 
parents were invited to visit the bank 
with their children to obtain the free 
shirts and learn about the bank’s serv- 


Comics in the lobby, T-shirts in the streets, help to sell banking 


The Manufacturers National Bank of Troy, New York 


| BUTLER SAV 
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ices. The popular T-shirts were obtained, 
imprinted with the bank’s message, from 
a large mill at about half the usual re- 
tail price. 

Stratified walnuts, ready for planting, 
were recently distributed to local land- 
owners by the Shelby National Bank of 
Shelbyville, Indiana. The seed walnuts 
were distributed to interested parties in 
sacks of 25, together with complete in- 
structions on proper planting and culti- 
vation techniques. The bank program 
was carried out in cooperation with na- 
tional forestry associations. 

Comics and parking meters. To ease 
the banking errands of harried mothers, 
a special Children’s Comic Corner has 


been set up in the lobby of the Broadway 
office of The Manufacturers National 
Bank of Troy, New York. A tot-size 
table and chairs and a small library of 
colored comic books keep the children 
occupied while their mothers complete 
their banking business. A newspaper 
advertisement, headed “Big news for 
small fry,” was used by Manufacturers 
National to announce the new service to 
the public. 

Bank customers of the First National 
Bank of Logan, Utah, frequently had to 
cut interviews short or interrupt their 
negotiations because their time was run- 
ning out on a parking meter outside of 
the bank. To eliminate this inconveni- 
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The Phoenix Insurance Co. 
Hartford, Connecticut 


The Connecticut Fire Insurance Co. 
Hartford, Connecticut 


Equitable Fire & Marine Insurance Co. 
Providence, Rhode Island 


Minneapolis, Minnesota 





What Every Gauker Should Kuow 


Coinsurance will save money. 
Buyer you should know exactly what the money- 
saving coinsurance clause is and how it works. 
We'll be glad to send you a complete descrip- 


No obligation, of course. 
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Time Tried and Fire Tested 


Minneapolis Fire & Marine Insurance Co, 


As an Insurance 


The Central States Fire Insurance Co, 
Wichita, Kansas 
Atlantic Fire Insurance Co. 
Raleigh, North Carolina 
Great Eastern Fire Insurance Co. 
White Plains, New York 
Reliance Insurance Co. of Canada 
Montreal, P. Q., Canada 
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Courtesy Nickel parking plan 
ence, Russell S. Hansen, president of the 
bank, together with other leading busi- 
nessmen of the city, worked out a Cour- 
tesy Nickel parking plan. A fund of $25 
in nickels was raised and turned over to 


| the police department. When a motorist 


over-parks the police officer places a 


| nickel in the meter as a loan to the mo- 


torist. He then puts a specially-designed 


| Courtesy Nickel Envelope on the wind- 


| shield of the over-parked car. 





The en- 
velope explains the plan, and asks the 
motorist to please return the nickel, in 
lieu of paying a parking fine, either by 
sending it to the police department or by 
dropping it in one of the Courtesy Nickel 
Envelope boxes attached to the parking 
meters, 

T.V. and newsprint. To promote sav- 
ings accounts for children, the First 
National Bank and Trust Company of 
Oklahoma City sponsors a 15-minute 
television program immediately prior to 
the telecasts of the Oklahoma City Texas 
League home baseball games. Called 
“The Knot-Hole Gang,” the show is de- 
signed to capitalize upon the interests of 
the many organized junior baseball teams 
in the area. Youngsters who play ball 
on the small fry teams are interviewed 
and introduced to the big league players 
who in turn answer any questions the 
youngsters may ask. An official of the 
bank also presents the captain of one 
of the local junior teams with a baseball 
signed by the entire Oklahoma City team. 
Cards and slides used before and after 
the program picture baseball gloves, bi- 
cycles, and other children’s treasures, 
and point out that the best way to obtain 
wanted possessions is through regular 
savings in a First National Bank junior 
savings account. 

Popular checking accounts are adver- 
tised by The Bank of Asheville, North 
Carolina, through a series of cartoon- 
style panels appearing regularly on the 
comic page of the local newspaper. Each 
of the cartoon strips is divided into three 
panels. In the first panel of a typical 
strip, “Pop” Popular, hero of the series, 
is pictured in an everyday situation that 
forcefully suggests the use of a check- 
ing account. This idea dawns with 4 
bursting “POP!” in the second panel of 
the strip, and the third shows the hero 
rushing to The Bank of Asheville to 
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open a pop-check account. A tiny bird, 
singing “Cheap, cheap!” appears in each 
strip, suggesting the economy of the 
checking accounts. 

The long-popular suggestion box plan 
is extended to include the general public, 
as well as employees, through a series of 
newspaper advertisements used by The 
Boston Five Cents Savings Bank, Boston. 
Requesting “bouquets or brickbats,” the 
bank offers five awards of $20 each month 
for the five best suggestions or comments 
on the bank’s service on savings, home 
mortgages, and life insurance. Each of 
the advertisements carries the names and 
addresses of the preceding month’s award 
winners. 

Postcards and napkins. Public interest 
in the construction of a new bank build- 
ing has been stimulated by the Republic 
National Bank of Dallas, Texas, through 
a well-conceived promotional plan that 
included the organization of the mythical 
“Society for the Promotion and Encour- 
agement of More and Better Sidewalk 
Engineers” and the erection of a special 
gallery for sidewalk engineers at the con- 
struction site. Visitors at the site are 
now creating interest in the new build- 
ing among the folks back home by mail- 


in them post cards, furnished by the | 
bank, on which appears an artist’s draw- | 


ing of the completed structure. These 


special cards are written on the spot | 


and left for mailing by the bank. More 
than 100 cards are currently being mailed 


daily by visitors to points throughout | 


the United States and abroad. 


Thousands of appreciative: letters | 
have demonstrated the effective public | 


relations value of the white paper nap- 
kins that are distributed to local civic, 


fraternal, social, or religious groups by | 
the North Shore State Bank in Shore- | 


wood, Wisconsin. The bank keeps posted 
on all new officers elected to organiza- 
tional posts in the vicinity and occasion- 
ally reminds each group that the free 
napkins are available for any of their 
get-togethers. Each napkin carries the 
bank’s advertisement, printed with a 
harznless vegetable dye ink, in the corner. 

Drive-in and parking lot. Unusual uses 
and adaptations of bank services and 
facilities often can produce a wealth of 
favorable publicity for an alert bank. 
For example, employees of the newly- 
opened Bank of Flagstaff, Arizona, were 
at first surprised when Deneh Yazzi, an 
Indian from a nearby Navajo reserva- 
tion, pulled up to the bank’s drive-in win- 
dow driving a covered wagon and team 
of horses. The Indian expressed his ap- 
preciation of the drive-in service, ex- 
Plaining that his team and wagon nor- 
mally required two metered parking 
spaces. As a result of the visit from this 
colorful customer, the Bank of Flagstaff 
erected a permanent sign, reading 
“Wampum Window,” over the drive-in 
installation. 

The spacious, paved parking lot pro- 
Vided for customers by the North 4th 
Street Branch of the First National 
Bank in Albuquerque, New Mexico, was 
made to order for the benefit square 
dance given by the local Lions Club re- 
tentiy to raise money to equip a chil- 
dren’s playground. Over 1,000 spectators 
and dancers gathered round the bank 
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St. James Street, Montreal, with the 20-story Royal Bank Building in the background 


Established in 1869, the Royal Bank of Canada has grown 
to be one of the great banking houses of the world. It has 
over 750 branches located coast-to-coast in Canada, in the 
West Indies, in Central and South America, in New York, 
London and Paris. Total assets are well over $2 billion. 


Individuals, firms and banks doing business in Canada or 
abroad will find at “The Royal” world-wide banking facilities 
—and many specialized services outside the realm of routine 
banking. 


We welcome your inquiries and the opportunity of working 
with you in furthering your business interests in Canada 
and abroad. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE — MONTREAL 
New York Agency, 68 William St., N. ¥. 5 
Correspondents the world over 


Assets exceed $2,400,000,000 
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while club members sold refreshments. 
The party netted over $200 for the play- 
ground and a great deal of invaluable 
publicity for the bank. 

Two birthdays. Participating in the 
Jubilee Celebration marking the founding 
of the Australian Commonwealth, the 
Bank of New South Wales erected an 
unusual display at the national exhibi- 
tion in Melbourne. Symbolizing the prog- 
ress in banking methods, two massive 
wooden models, one representing the old- 
time quill pen, the other reproducing in 
giant size the printing part of a modern 
ledger machine, dominated the stand. In 
the center of the display unit, a group of 
store dummies depicted a scene from 
Australia’s early gold-rush days. In ad- 
dition to displays of historic souvenirs, 
the booth included several types of mod- 
ern banking equipment, operated by 
members of the bank’s staff. Visitors 
were given promotional literature, com- 
memorative blotters and a 16-page illu- 
trated booklet entitled “Fourteen Explor- 
ers of Australia.” — 

Similarly joining in the celebration of 
a community anniversary, the banks of 
Detroit, Michigan, contributed heavily 
to the 250th birthday festivities recently 
observed by that city. One of the most 
interesting promotional pieces in the 
abundance of advertising and publicity 
prepared for the celebration was a small 
historical booklet published by the Manu- 
facturers National Bank of Detroit. The 
booklet consisted chiefly of old etchings 
and photos borrowed from the public li- 











Indian appreciates drive-in service at the Bank of Flagstaff, Arizona 


Unusual uses of bank facilities offer publicity opportunities 


brary and the local newspapers. It traced 
the development, from the founding of 
the city to the present time, of the busy 
downtown corner on which Manufac- 
turers National’s head office is located. 
Art, flowers, stamps. Frequently, the 
bank lobby is ideally suited for the dis- 
play of collections and exhibitions that 
will both entertain bank customers and 
draw many visitors. A continuing ex- 
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Merger of BANK OF AUSTRALASIA, Established 1835, 
and THE UNION BANK OF AUSTRALIA LIMITED, Established 1837 


These two Banks, with extensive Australian and New Zealand connections 


built up during more than a century of uninterrupted trading, merged on 


OCTOBER Ist, 1951 to form one bank named: 


AUSTRALIA AND NEW ZEALAND 
LIMITED 





A.N.Z. Bank, with its complete coverage of Australia, New Zealand 


agents every 


economic 

PRINCIPAL OFFICE FOR AUSTRALIA 

394 Collins Street, Melbourne, Australia 
PRINCIPAL OFFICE IN NEW ZEALAND: 


Lambton Quay, Wellington, New Zealand 


HEAD OFFICE: 71 Cornhill, London, E.C.3 





Reserve Liability of Shareholders .... 


£A400,000,000—Over 700 
Australia and New Zealand, in Fiji, and in London. 


banking facility, and spe- 


and commercial information. 


AND NEW ZEALAND: 


(£Eng.17,000,000) £A21,250,000 
. (£Eng. 8,500,000) £A10,625,000 
. (tEng. 8,500,000) £A10,625,000 
(tEng. 5,750,000) £A 7,187,000 


branches and agencies throughout 
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hibit of paintings in the lobby of the 
First National Bank of Santa Fe, New 
Mexico, has proved to be a substantial 
good-will builder. Hundreds of nation- 
ally known painters live and work in 
Santa Fe. While many of these artists 
maintain New York addresses for sales 
purposes, they still rely considerably on 
sales through their Santa Fe studios. 
The bank makes approximately 60 feet 
of space available to artist customers on 
the north and south walls of its lobby, 
and provides special lighting for the art- 
work on display. The pictures are rotat- 
ed regularly to give all a chance to show 
their work, and there is always a wait- 
ing list for wall space. The bank achieves 
an atmosphere of homey refinement that 
would be hard to duplicate in any other 
way, while many sale-producing inquiries 
are turned over to the artists. 

The annual flower show of a local gar- 
den club is being sponsored by the recent- 
ly-opened Englewood State Bank, Engle- 
wood, Colorado, in the public lobby of 
the bank. The first show, in which the 
amateur gardeners displayed 275 floral 
exhibits, drew more than 2,000 visitors 
to the quarters of the new bank. The 
flower show was publicized by weekly 
announcements in local newspapers and 
the bank awarded cash prizes for the 
best exhibits. 

Throngs of enthusiastic visitors filed 
through the lobby of the First and Mer- 
chants National Bank of Richmond, Vir- 
ginia, recently to see a display of some 
5,000 roses. The show, which was de- 
signed to demonstrate how roses should 
be worn, cultured, and used in the home, 
was especially well-received by women, 
luring many non-depositors into the bank 
for the first time. 

Meanwhile, The Bank of Virginia, also 
of Richmond, chose the occasion of the 
61st and Final Reunion of Confed- 
erate Veterans, held in Norfolk, to dis- 
play a famous collection of Confederate 
stamps and covers and other rare Con- 
federate treasures in the bank lobby. As 
a tie-in with the Confederate encamp- 
ment, the bank distributed official cach- 
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eted envelopes bearing the special com- 
memorative stamp with first-day cover 
cancellation, plus reprints of General 
Lee’s Farewell Address. Customer no- 
tices and newspaper advertisements an- 
nounced the showing of the collection 
and the supply of first-day covers. A 
16-page booklet describing the arrange- 
ment and history of each item in the 
lobby display was printed and distribut- 
ed, and extra supplies of the booklet were 
given to school classes in the city. 

Civic awareness. A display of civic 
awareness on the part of a business or- 
ganization is a potent public relations 
booster, and, once again, the bank quar- 
ters are often well-suited for furthering 
community projects and interests. A 
highly-successful program was recently 
conducted throughout the branches of 
The Lincoln Savings Bank of Brooklyn, 
New York, in conjunction with the Red 
Cross blood donation drive. Facilities for 
processing the blood donors were set up 
in each branch, while members of the 
bank’s staff visited organizations 
throughout the city making appeals for 
blood. Posters were printed and distrib- 
uted to merchants of the city, and thou- 
sands of donor applications were passed 
out through the schools and business or- 
ganizations. As a result, this well-pub- 
licized blood program was an overwhelm- 
ing success for both the Red Cross and 
The Lincoln Savings Bank. 

Firmly believing in the ability of ex- 
hibitions and civic events to attract a 
greater volume of floor traffic, the Erie 
County Savings Bank, Buffalo, New 
York, has set aside a 2,000 square-foot 
space on the ground floor of the bank’s 
downtown banking quarters to be used 
exclusively as an Exhibition Hall. An in- 
vitation was extended to industries, as- 
sociations, educational institutions, gov- 
ernment departments, and public service 
organizations to stage exhibits of general 
public interest in the hall. The bank 
supports the exhibits by featuring the 
various displays and civic events in its 
regular television and radio programs, 
preparing newspaper articles, and mak- 
ing up placards for store windows and 
the bank lobby. 

Bank lobby display space, used to pro- 
mote the merchandise of commercial cus- 
tomers, can be a powerful sales tool for 
bank services as well. The savings de- 
partment advertising of The Florida Na- 
tional Bank of Jacksonville, Florida, is 
based around the slogan, “Save for a 
definite purpose.” The bank’s lobby dis- 
plays of different types of merchandise, 
showing the tangible reasons for syste- 
matic savings, always feature a placard 
stating the amount of down payment 
necessary to finance the merchandise. 
The placard also describes the manner in 
which the bank would finance the bal- 
ance, the amount of the instalment pay- 
ments, and the number of payments nec- 
essary after the savings depositor has 
accumulated enough for the down pay- 
ment. 

The unexpected service. A handful of 
bank good-will ideas, selected from a 
sinall area in Colorado, indicates the al- 
most limitless possibilities within the 
benking business for offering appealing 
extra services and facilities to the cus- 
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Chemicals—ana allied 
products—constitute a major 
and rapidly growing Los 
Angeles Metropolitan Area 
industry, with an annual 
payroll rate of approxi- 
mately $65,000,000 and 
employing in excess of 
14,000 persons. 


SECURITY- FIRST NATIONAL BANK 


OF LOS ANGELES 
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RESOURCES 
Cash and Due from Banks ......... «es $ 347,093,831.19 
U. S. Government 

SOCUPIGES .0.606ce000 $874,053,769.89 
State and Municipal 

Securities ...... sees 39:415,705.17 
Other Bonds and 

SOCUPIGICS .64.0050:000 16,514,037.69 949,983,512.75 
LO0Gs 0G DisCOUAtS ....cccccccsivecees 487,862,501.05 
Earned Interest Receivable ............ 4,415,296.88 
Customers’ Liability under Acceptances 

NEE o oss batncascsananmenwunse vows 4,411,753.13 
Bank Premises..... iinesoncensaeweine 4,422,715.95 
Other Assets ...... ‘iicmimintienhinbene 146,481.78 

OTE cc vvadncccssaciccsccseccse, BE, FUG noo eeTS 

LIABILITIES 
Capital Ssacens were ecen eam $ 30,000,000.00 
re 30,000,000.00 
Undivided Profits .... 42,834,504.31 $ 102,834,504.31 
Reserves for Interest, Taxes, etc....... 15,340,415.02 
Interest Collected—Unearned.......... 2,874,704.96 
Acceptances and Letters of Credit 

a RN eT 4,411,753.13 
CSE TRING i iokininie sv cicacnseceseesn 190,167.44 


Deposits—Time ..... $ 592,642,072.32 
—Demand.. 1,080,042,475.55 1,672,684,547.87 


RR bine taietadeneeneneaintes $1,798,336,092.73 


Securities carried at $170,579,792.51 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 
purposes as required or permitted by law. 


BOARD OF DIRECTORS 
George M. Wallace, Chairman 





James E. Shelton Chester A. Rude 

President Chairman Executive Committee 
Elmo H. Conley Robert E. Gross Fred B. Ortman 
L. W. Craig Ralph B. Lloyd John J. Pike 
Shannon Crandall Maynard McFie Elbridge H. Stuart 
Thomas A. J. Dockweiler William B. Munro Edward R. Valentine 
Gabriel C. Duque Gurney E. Newlin C.T. Wienke — 
James B. Gist John O'Melveny Dr. John C. Wilson 


133 Offices and Branches serving 
Central and Southern California 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Roses at the Englewood State Bank, Englewood, Colorado 





Stamps at The Bank of Virginia, Richmond, Virginia 


The average bank is well-equipped to handle crowd-attracting shows and exhibits 


tomer. For example, the First National 
Bank of Littleton, Colorado, recently in- 
stalled a tape recording unit in its lobby 
for the use of customers who wish bank 
advice yet cannot wait until an officer 
of the bank is free to answer their ques- 
tions. The customer merely records his 
question, together. with his name and ad- 
dress, and later the same day receives a 
letter or phone call from the bank with 


the information requested. The tape re- 
corder, with a tape that can be erased 
and used many tinies, has done much to 
relieve lobby congestion on busy days. 

A weekly newspaper advertisement 
listing coming events in the community is 
used to build good will by The First Na- 
tional Bank of Englewood, Colorado. 
Written by one of the bank’s clerks, the 
advertisement is used heavily by 
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CANADA 


through us 









Foreign trade is Canada's 


business, and Canada's business 


is our business. 


This Bank has 226 Branches 
throughout Canada. These are 


constantly in touch with 
market conditions in their 


areas. Their knowledge is intimate 


and up-to-date. 


Keep in touch with Canada 
through us. Just write or call the 


British and Foreign Department, 


Imperial Bank of Canada, 
Head Office, Toronto, Ontario. 


IMPERIAL BANK 


OF CANADA 





churches, schools and fraternal groups 
to announce their meetings and special 
news items. In the lobby of this bank, 
a “Help Wanted” bulletin board is avail- 
able for the use of all of the business 
organizations in the vicinity. 

A high-school student works on a part- 
time basis as a stenographer exclusivcly 
for the use of customers at the Jefferson 
County National Bank of Lakewood, Col- 
orado. Between the hours of one and 
three daily, any customer of the bank 
may have a letter typed to go with a 
bank draft, cashiers check, money order, 
etc., by merely showing his passbook or 
checkbook. 


School Savings Abroad 

Many European savings banks are en- 
gaged in outstanding public relations 
campaigns to promote the thrift habit 
within their operational areas. The cam- 
paigning, which often involves elaborate 
promotional publications and bank sup- 
port of extensive savings clubs or so- 
cieties, usually is directed with greatest 
force toward European children of school 
age. This is particularly true in the case 
of the Landbostandens Sparekasse, a 
Danish savings bank that reports excep- 
tional success in the development of a 
children’s savings department. 

Operating throughout the island of 
Falster and the eastern part of Lolland, 
Denmark, the Landbostandens Spare- 
kasse serves 27,330 accounts with total 
deposits of 77,000,000 kroner (the Danish 
kroner or crown is worth approximately 
14% cents). Of this amount, 62,000,000 
kroner is held in time deposits at call on 
three or six months’ notice, while 15,- 
000,000 kroner is in demand deposits. 
The 9,532 loan department accounts of 
the bank represent farm and home mort- 
gages totalling more than 55,000,000 
kroner. 

Facilities and gifts. During the past 
two years, in which the propaganda cam- 
paign for children’s savings accounts h:s 


| been carried forward, a special childret:’ 
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The case 
of 

the missing 
warehouse ! 


For many alert businessmen, the big, 
overcrowded warehouse is virtually dis- 
appearing. 


The reason? It’s because they’ve found a 
way to cut their inventory to a minimum! 


No huge stock ties up their capital. 
No sudden price-drop hits them hard. 
No big storage bills cut their profit. 


November, 1951 
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For they have a “warehouse” in the sky! 


Whenever they need parts to keep pro- 
duction lines moving, or merchandise to 
keep shelves stocked, they get them over- 
night or sooner—with Air Express! 


Whatever your business, you can profit 
by inventory control via the world’s fastest 


shipping service. Here are its unique ad- 
vantages: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick- 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 


IT’S DEPENDABLE — Air Express pro- 


vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 


For more facts call Air Express Division 
of Railway Express Agency. 


“OMA PRESS 


GETS THERE FIRST 








department has been maintained at the 
main office of the bank. Featuring low, 
child-size counters and displays of special 
interest to youngsters, this department 
is manned by carefully-selected person- 
nel who have shown an aptitude for the 
often difficult work of dealing with chil- 
dren. 

Each newborn child in the area is 
given a birth gift card which can be ex- 
changed at the bank for a savings pass- 
book worth five kroner. Many parents 
take this opportunity to start_a regular 
savings account for the child’s future or 
for the important celebration at the time 
of the child’s confirmation. Children open- 
ing new accounts receive coin-banks 
which are emptied regularly into the 





account, yielding average monthly de- 
posits of 10,000 kroner. 

Savings club. The theme of the savings 
campaigning conducted by the Land- 
bostandens Sparekasse is “Save for a 
purpose,” and the junior account holders 
are urged to set specific savings goals. 
Formerly, school savings could not be 
withdrawn until the child reached his 
14th year and the savings incentive was 
negligible for children below that age. 
With the change in this rule, savings 
passbooks were issued for the lower 
school grades and low denomination sav- 
ings stamps were printed to give the 
school-age saver tangible proof of his 
savings progress. In the country, the 
banks’ contact with the children is main- 
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EARNINGS ABOVE 
AVERAGE— A recent poll 
of New England showed 
annual income of trailer 
coach owners to be $4200 





compared with the national average of $3,300. Another major 
mobile home market — on-the-job-construction workers average 
$6,045, according to a leading national construction firm. 


MOBILE HOMES PREFERRED—Surveys show that 90% of today’s 


trailer coach buyers prefer trailer 


living because it best meets the 


special requirements of their occupation. 


DEMAND RAPIDLY EXPANDING— The increasing number of de- 
tense plant and construction workers is creating a fast-growing 
demand for mobile housing. For example, at the AEC project at 
Paducah, Kentucky, about half the new employees either own or 
are purchasing mobile homes. Over 4,000 mobile homes are ex- 


pected in that area by January 1 


, 1952. 


FINANCING DESIRED— Research studies show 3 out of 4 mobile 
home buyers prefer to finance their wheeled housing. 


The modern mobile home costs from $2000 to $6000. 


It may accommodate 


as many as 6 persons. 


It has running water, electricity, shower, sanitary facili- 
ties, electric refrigerator, beds, tables, chairs and all of the 
other conveniences of modern housekeeping. 


= 


More than 1,500,000 Americans find mobile living the 
most suitable to their way of life. 


For information write: Banking and Finance Committee 
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“Desire and Savings” passbook 
teaches children to save for 
a purpose 


| tained through the schools, but every 
| effort is made in the city campaigns to 


encourage the children to visit the bank 
regularly. 

Regular junior depositors qualify for 
membership in the Children’s Savings 
Club, which has a thrifty squirrel as its 
mascot. Membership in the club is lim- 
ited to children under 15 and a member- 
ship badge in the shape of a squirrel is 
awarded for regular savings. Two or 
three times each year, the bank treats 


| the club members to a film party and 





each member receives a greeting card on 
his birthday. 

Parental help. When a child opens a 
birthday account, receives a coin bank, 
or visits the bank for the first time, the 
Landbostandens Sparekasse contacts his 
parents through special letters, telling 
of the bank’s efforts to educate children 
in thrift and urging the parents to help 
in this work. Other direct mail promo- 
tional pieces are sent out on both a mass 
and selective list basis. 

The bank recently completed a 16-min- 
ute sound film, using child actors and 
based around the “save for a purpose” 
theme. This film, the first in a planned 
series of similar works, is being shown 
extensively to children and their parents 
through the school system. 

The bank’s promotional savings work 
is not limited to the schools. Savings 
clubs, in factories, and savings societies, 
within a distinct geographical area, are 
contacted regularly by the bank’s sav- 
ings account collectors. 


So ° ° 


For Farm Lenders 


“Banks are the most active institu- 
tional lenders to American farmers,” 4¢- 
cording to a new publication, designed ‘0 
aid banks in extending sound credit to 
farmers and issued by. the Agricultural 
Commission of the American Bankers 
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Association. The manual, called “Agri- 
cultural Production Financing,” covers 
only non-real estate farm loans and is a 
companion book to a previous A.B.A. 
publication on agricultural real estate 
financing. 

Noting that the real function of credit 
is to assist in placing the tools and mate- 
rials of production in the hands of those 
who can make effective and profitable 
use of them, the book presents to banks 
the easiest and most effective methods of 
tailoring each production loan to the 
needs and abilities of the individual 





farmer. “The farmer should have a debt | 


repayment plan adjusted to the particu- 
lar requirements of his own farm opera- 
tion since his entire program could well 
be defeated if his bank were to require 
repayment inconsistent with expected in- 
come. The amount and terms of credit 
should be based on his type of farming 
and on his overall farm plan.” 

Forms and files. Recognizing that a 
sound lending policy must be supported 
by full information on the borrower if 
the best use is to be made of farm pro- 
duction credit, the book devotes much of 
its space to the manner of assembling 
data on the farmer and his business. Fif- 
teen actual forms are used to illustrate 
the suggestions, including sample loan 
applications, budget-loan note, agricul- 
tural financial statement, operating 
statement, machinery and equipment in- 
ventory, livestock list and appraisal, and 
inspection record. 

Using these sample forms, the manual 
suggests a complete procedure in making 
production loans and arriving at tne best 
possible repayment program. A _ check 
list is provided to be used in making the 
first visit to the borrower’s farm, and a 
section is devoted to servicing loans after 
they have been made. 

The final section of the manual empha- 
sizes the importance of a bank’s main- 
taining proper farm credit files. It states 
that the minimum records for such a file 
should include the application for each 
loan, comment sheet, agricultural finan- 
cial statement, operating statement, com- 
parison statement, and loan _ history 
sheet. In addition, complete files should 
contain inventory forms, inspection re- 
ports, schedule of advances and repay- 
ment agreement, and chattel mortgage 
abstracts or abstracts of liens. 
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New Books for Bankers 
“American Financial Institutions.”’ 


Prentice-Hall, Inc., 70 Fifth Avenue, New 
York 11, N.Y. $8.00 per copy, ppd. 
Twenty-five eminent authorities have 
united in producing this new integrated 
study of the entire American financial 
structure. In the book, which was edited 
by Herbert V. Prochnow, vice-president, 
The First National Bank of Chicago, 
each chapter-author outlines that por- 
tion of the financial scene with which he 








is most familiar and describes the rela- | 


tionship of the particular institution he 
has discussed to other institutions. Of 
Interest to the student as well as the 
pra-titioner of finance, this 770-page text 
tanzes through 28 chapters among which 
are included thorough discussions of 
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Now SEATTLE celebrates 
its CENTENNIAL 


In the past 100 years, Seattle has grown from the 
untrodden wilderness to a city of half a million people— 
the youngest city of its size in America. 


As the metropolis of a vast region in the Pacific North- 
west, the Gateway to Alaska, the World Port nearest to 
the Orient, where commerce and industry promise far 
greater developments in the future, Seattle offers many 
opportunities. 


Serving this city and the entire State of Washington 
for 81 years of that century, The Seattle-First National 
Bank, with its 52 branches, is the financial heart of this 
region. 


Executives at any of our offices will gladly assist you 
with detailed information about the resources and oppor- 
tunities of the Pacific Northwest. 


A QUARTERLY PUBLICATION of this Bank 

giving a careful review and digest of business and 

industrial conditions in the Pacific Northwest will 
be mailed to you regularly upon request. 





SEATTLE-FIRST NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















Luckie Street Office, Fulton National Bank of Atlanta, one of three new branches opened in one month 


Bank adopts uniform styling for branches, enhances recognition value 


financial institutions and functions such 
as commercial banks, savings and loan 
associations, stock exchanges, invest- 
ment companies, personal finance, insur- 
ance companies, credit rating agencies, 
and trade associations in the financial 
field. Of particular interest is the juxta- 
position of opposing opinions of authori- 
ties in competitive fields. 

“Public Finance,” by M. Slade Ken- 
drick. Houghton Mifflin Company, 2 Park 
St., Boston, Mass. $7.50 per copy, ppd. 

Constantly receiving fresh discussion, 
the problem of public finance is broken 
down in this weighty book by Professor 


Kendrick of Cornell into a realistic and 
balanced account of public expenditures, 
public revenues, and fiscal policy in the 
United States. This 700-page volume 
contains a thorough treatment of taxes 
on personal and corporation income, 
property, estates and inheritance, and 
business, a systematic discussion of pub- 
lic expenditures, a history of federal, 
state and local taxation in this country, 
and a clear presentation of fiscal policy 
and the economics of taxation. 
“Financial Organization and Manage- 
ment,” Third Revised Edition, by Charles 
W. Gerstenberg. Prentice-Hall, Inc., 70 








Does Your Bank 
Have a Detroit Correspondent? 


Why not gain the advantages of direct service for you 
and your customers in the industrially important Detroit 
area. Detroit’s position as the nation’s third port and our 
close proximity to Canada are added reasons why your 
bank should maintain a correspondent relationship here. 





Manufacturers National Bank maintains offices in three 
of the cities that make up the greater Detroit area — 
Detroit, Highland Park and Dearborn. We invite your 
consideration of our qualifications to provide you with 
prompt, round-the-clock service. 


MANUFACTURERS NATIONAL BANK 


DETROIT ° HIGHLAND PARK ° DEARBORN 


Member Federal Deposit Insurance Corporation 
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Fifth Avenue, New York 11, N.Y. $7.35 
per copy, ppd. 

An established college text for the past 
25 years, this book in its revision includes 
changes in laws, practices, social think- 
ing, and economic conditions that influ- 
ence corporate financial policy and 
management. Outlining and analyzing in 
detail the basic considerations of finan- 
cial management in American business 
today, the book tells what businessmen 
are doing and how and why they are 
doing it. For example, the 700-page text 
fully covers the problems and situations 
involved in organizing a business, financ- 
ing permanent and working capital 
needs, managing income and suiplus, ex- 
panding through internal growth and 
combination, and recapitalizing or re- 
organizing as conditions require. 

“Administrative Action,” by William H. 
Newman. Prentice-Hall, Inc., 70 Fifth 
Avenue, New York 11, N.Y. $6.35 per 
copy, ppd. 

As stated in the foreword, this book 
deals with principles and techniques of 
administration. It is written in terms of 
practical operating problems and seeks 
to give the executive a better perspective 
and understanding of his task of admin- 
istering. In its 460 pages, the book states 
in useful, readable form the existing 
knowledge regarding the basic processes 
of administration and adds new ideas and 
interpretations on problems of admin- 
istrative planning, organizing, person- 
nel, directing, and controlling. 


e * e 


Three at a Time 


Within the space of a month, three new 
branches, of striking architectural de- 
sign, were opened by The Fulton National 
Bank of Atlanta, Georgia, according to 
Erle Cocke, president of the bank. The 
integrated styling of the new offices is 
the work of W. G. Knoebel, chief archi- 
tect of the Bank Building and Equipment 
Corporation of America. 

The distinctively modern branches fea- 
ture large areas of tinted glass and glass 
brick, while both the exterior and in- 
terior walls are finished in colorful red 
brick. Red tidewater cypress was used 
for the outside and inside trim, appearing 
prominently in the “floating roof” design 
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of the buildings and in the low, slatted 
tellers’ counters. Completely air-condi- 
tioned, the new branches offer full bank- 
ing service including night depository fa- 
c:lities and two drive-in teller windows in 
each building. 

Opening publicized. An extensive 
newspaper, television, and direct mail ad- 
vertising campaign was used to call pub- 
lic attention to the opening of the three 
new branches. Over 20,000 invitations 
were sent out and a teaser postcard cam- 
paign was used just prior to the branch 
openings. 

Theme of the advertising campaign 
was “There is a Fulton National Bank 
just around the corner wherever you go 
in greater Atlanta.” Souvenirs and favors 
were given to each of more than 10,000 
visitors to the new branches and a prize 
drawing for free savings accounts was 
held at each office. 

The Fulton National Bank now has 
eight offices in Atlanta with a ninth 
scheduled to open soon. Commenting on 
the opening of the new banks, President 
Cocke expressed the opinion that the 
time has come when banks must make 
their services as convenient as the neigh- 
borhood grocery. 


e e e 


Musie in the Bank 


In the operating departments of the 
American National Bank and Trust Com- 
pany of Chicago, music has been provided 
at regular intervals during working hours 
for the past three years. The great ma- 
jority of the employees affected by the 
music plan came out strongly in favor 
of it in a recent survey by the bank’s pub- 
lic relations division. Only seven of the 
150 employees who were asked the ques- 
tion “Do you like or dislike music while 
you work?” replied that they favored dis- 
continuing the music periods. The opin- 
ions and reactions of American National’s 
employees should prove helpful to other 
banks who are considering the use of | 
music in the work rooms. 

More work, shorter day. Chief among 
the employee reasons for favoring music 
during working hours was that it helped 
them to work more efficiently. Many of 
the employees reported. that the music 
periods relieved the monotony of the 
work, made the day seem shorter, and re- 
duced fatigue. The music was credited by 
another large group as being responsible 
for the cheerful attitude of fellow em- 
ployees. A handful of the bank’s employ- 
ees reported that the music made them 
Nervous or interfered with their work. 

On the question of the amount of mu- 
sic that should be provided, the majority 
of the employees requested more music 
or expressed their satisfaction with the 
bank’s present schedule of alternating 
Periods of 15 minutes of music and si- 
lence throughout the day. 

Musical tastes. While the survey re- 
Vealed a wide variety of musical tastes, 
it indicated that “standard” popular 
Sones, semi-classical music, waltzes and 
Latin-American tunes were preferred 
over other types. On the less popular 








side were novelty music, boogie-woogie, 
Swing, heavy symphonic and operatic mu- | 
Sic, polkas, and folk dances. 
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»* -, MODEL 150 


@) BRANDT 
AUTOMATIC CASHIER 


Trap door type. Coins 
delivered to customer by 
operator, 
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MODEL 250 
BRANDT 
AUTOMATIC CASHIER 


Delivery chute type. Coins 
delivered direct to customer. 


BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN e WISCONSIN 


“Brandt'’ and ''Cashier" registered United States Patent Office and Canadian Trade Marks Office 
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Certificate shows value of employe’s benefits, and shares in trust fund 


FINANCIAL SECURITY PLUS INCENTIVE 





ESTATE PLAN Jor Amplorees 


Its new profit sharing program for the staff 
brings mutual benefits, Bank of America finds 


NEW and improved employe fi- 
A nancial security plan has had a 

full year of fruitage in the Bank 
of America organization. 

The result is not merely good—it is 
extraordinary. 

It is a program known to our or- 
ganization as the Bankamerican Fam- 
ily Estate Plan. In sum, it is a com- 
posite employe profit-sharing and 
benefit plan, created by the thinking 
of President L. M. Giannini, and gives 
the employe the energizing privilege 
of participating directly in profits 
earned in the bank’s operations. 

It has the dual purpose of stimu- 
lating employe interest in operating 
efficiency and building an estate for 
each permanent employe and his or 
her dependents. It supplements the 


November, 1951 


By 
FRANK F. RISSO 


Vice-President and Personnel Relations 
Officer, Bank of America N.T. & S.A., 


San Francisco, California 


bank’s normal pension plan and the 
Government social security plan and 
is designed to contribute substantially 
to a staff member’s income in the re- 
tirement years. 

At the end of the first year of the 
program the very sizable total of 
$7,747,478.72 had been paid out for 
employe benefits under the Family 
Estate Plan. This amount, calculated 
in accordance with the Plan’s formula, 
is equal to eight per cent of the bank’s 
net profit for 1950, before income 


taxes and employe benefit payments 
during the year. The eight per cent 
formula is subject to reduction only 
in case the bank’s net earnings, after 
taxes and provision for employe bene- 
fits based on this formula, would be 
less than seven per cent of the bank’s 
total capital accounts. 

This method of relating benefits to 
earnings provides natural incentive 
to staff members to keep productive 
effort and service standards high. In- 
cidentally, it may well cause the plan 
to be entirely self-supporting through 
the increased productiveness of the 
staff and the operating efficiency de- 
veloped by the sense of proprietorship 
which it encourages. It is also cal- 
culated to have a stabilizing effect on 
job tenure. Every full-time salaried 
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Mr. Risso, standing, discusses workings of Family Estate Plan with 
President L. M. Giannini, whose thinking created the program 


The first year’s employe benefits totaled $7,747,478 


employe of the bank in the United 
States with five years or more of 
service is eligible to participate in the 
benefits of the trust that purchases 
and allocates bank shares under the 
Plan, and has a vested future interest 
. of 4% in the shares allocated to his 
or her account for each year of con- 
tinuous service. 


N addition to the added retirement 

income in prospect for the eligi- 
ble employe and the Family Estate 
aspects, the program has taken over 
the cost of numerous benefits formerly 
paid for in whole or part by the em- 
ploye or the bank. These benefits, 
available to all permanent employes 
regardless of length of service, in- 
clude: Payment of premiums on life 
insurance; premiums on hospitaliza- 
tion and surgical benefit plan insur- 
ance for employes and dependents; up 
to $22 per month of pension plan 
premium; sickness benefits; Christ- 
mas cash bonus; contributions to 
chapters of the Bankamerica Club for 
social activities and sports; fee refund 
for completed A.I.B. courses, and sup- 
plemental payments granted to re- 
tired personnel. 

Major item in the 1950 distribution 
of $7,747,478.72 was the allocation of 
a net of $3,959,695.50 for the purchase 
of shares of Bank of America common 
capital stock for apportionment to the 
accounts of individual employes under 
a trust established for the purpose. 
This latter amount was twice as much 
as had been allocated for purchase of 
bank stock in any of the immediately 
preceding years under the _ bank’s 
former employe profit-sharing bonus 
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plan. During the year, shares pur- 
chased with funds advanced to the 
trustees by the bank contributed $65,- 
566.20 in dividends, which was used to 
purchase additional shares, and at the 
year-end settlement a total of 153,305 
shares had been purchased for alloca- 
tion to some 6,300 employes of five 
years or more of service in the United 
States offices of the bank. 

The remaining $3,787,783.22 of the 
year’s Family Estate fund was ex- 
pended for the employe benefits here- 
tofore described and for a modest item 
of cost of administering the program. 

The extent of an employe’s annual 
participation in the income-producing 
part of the Family Estate Plan is de- 


termined by his or her years of service 
and annual salary, converted to units. 


NE unit is earned for each full cal- 

endar year of service with the 
bank, and one unit earned for each full 
$100 of the employe’s annual salary, 
excluding any sickness benefits re- 
ceived during the year. For example, a 
staff member with 14 years service 
who earned $5,200 in salary in 1950 
earned a total of 66 units, 14 for serv- 
ice and 52 for salary. 


At the year end the value of each 
unit for that year is determined 
simply by adding up all the units 
earned by all eligible employes during 
the year and dividing that total into 
the available fund. On this basis, each 
unit had a value of $13.87 for the year 
1950. In the above example, the em- 
ploye with 66 earned units had $915.42 
credited to his account in the bank 
share trust, the equivalent of more 
than two months’ salary; while a 
stenographer with a monthly salary 
of $300 and 28 years of service re- 
ceived a credit of $887.68, nearly three 
months’ salary. 

Employes participating in this trust 
received a “Certificate of Participa- 
tion,’”’ which presented in graphic form 
a complete record of the value of their 
entire benefits under the Bankameri- 
can Family Estate Plan, including the 
credits to their bank share accounts in 
the trust, and sickness disability de- 
ductions, if any, from their gross trust 
credits. The sickness disability de- 
duction is intended to discourage 
absenteeism, especially on those days 
when there is no valid reason to stay 
home. We feel that employes who have 
a good attendance record should par- 
ticipate more in the sharing of profits 
than those who were not here to help 
produce them. 


Bank of America stock is purchased for the trust fund 


Budget Director J. M. Fischer, who carefully times purchases with 
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$1,690,500.53 

Cost of Insurance Plans including 

Gift, Group, Dependent Life, Military, 
Hospital and Surgical, Retirement Annuity 
and Premiums advanced for employees 


Distribution of Family Estate Plan Funds-71950 
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$640,956.50 
Le $826,905.31 Fa 
3 Sickness, Disability Benefits Peesiias + aduancel 
8% $1,277,920.16 accounts of eligible employees 
0 Special Christmas Payments . 
OF BANK NET n | 
PROFITS 
BEFORE TAXES z cS 
YOUR 
7,747,478.72 < $4,852,167.01 ACCOUNT 
: (From Earnings $3,959,695.50 Total sum available 
and Dividends Balance available for credit " 
Report) to Trustees to individual accounts eA 
for Purchase of eligible employees Your units 
of Shares (To be divided into approximately Times: "13.87 
350,000 units at $13.87 per unit) Less: Premiums 
. advanced for your 
account (if any) 
a $56,518.13 J Enuals: Your net 
oe Bankamerica Club and A.1.B. Awards atic balance avalatle 
201,718.27 *65,566.20 — 
ie Supplemental Pension Payments Dividends received in 
ee eae 63 unallocated shares during 1950 


8% of bank’s net profits goes to fund. Employe’s share depends on salary, length of service 


During an individual’s active years 


i the temptations to dissipate income 
and bonuses, and to postpone making 
provisions for the future are many. 
i Deliveries of the bank shares in the 


Estate Plan are made following an em- 
ploye’s retirement, death, total and 
permanent disability, or separation. 
The cash dividends paid periodically 
by the bank on these allocated shares 
are credited to the account and thus 
swell the amount available for pur- 
chase of additional shares. For those 
with over 25 years of service dividends 
are paid in cash. 


T IS considered that an employee 

has established his full eligibility at 
the end of the first five years and 
earned a 20 per cent vested future 
interest in the bank share trust. By 
the time he has completed 25 years of 
service he has earned 100 per cent 
vested interest, at the rate of 4 per 
cent a year. 

Full settlement is made of the ac- 
count in a manner determined most 
beneficial in the circumstances. Dis- 
cretion rests with the board of trus- 
tees as to whether it shall deliver an 
estate in a lump sum at once; or de- 
liver it in predetermined amounts over 
a period of five years; or liquidate the 
account and use the proceeds to pur- 
chase a single premium annuity policy 
for the staff member or his bene- 
ficiary. Employes who leave the bank 
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before the retirement age, and are not 
discharged for cause, receive a pro 
rata settlement based upon their com- 
pleted years of service. 

The initial trustees for the Family 
Estate Plan consist of President L. 
M. Giannini; A. J. Gock, chairman of 
the board of directors; F. A. Ferrog- 
giaro, senior vice-chairman of the 
board of directors; R. P. A. Everard, 
assistant to the president; P. C. Read, 
vice-president and cashier; and the 
writer. 

The purchase of bank shares on the 
open market or in private transactions 
for these accounts is a highly special- 
ized operation handled for the trus- 
tees under supervision of Budget Di- 
rector J. M. Fischer, who keeps in 
close contact with nation-wide broker- 
age houses. During the year regular 
advances are made by the bank to 
permit these stock purchases to be 
made under the most favorable market 
conditions. 

In addition to the benefits covered 
under the Family Estate Plan, there 
are several other beneficial activities 
I would like to mention. 

Two additional special funds are 
also available to the employes, the A. 
P. Giannini Foundation and the Clo- 
rinda Giannini Foundation. Nomina- 
tions can be made to the trustees of 
both funds to relieve cases of distress 
or hardship, usually due to prolonged 
illness. These awards can be made in 


cash, or perhaps a loan may be ar- 
ranged at a very low rate of interest. 
Length of bank service doesn’t count 
when considering hardship cases. 

Our bank has long taken the posi- 
tion that it should be able to handle 
all legitimate loan requirements for 
its employes. All types of loans are 
available in the employes loan depart- 
ment, at low preferential rates of 
interest. 

The majority of our bank services 
are given free to the employes; they 
do not pay service charges. They also 
get their safe deposit boxes at a dis- 
count, and can buy our Travelers 
Cheques without charge. 

Our employes are also eligible for 
nominations to receive awards from 
the Bank of America-Giannini Foun- 
dation, to be used for some special 
training or educational purpose. 

The “Certificates of Participation,” 
giving the first personal statements 
of accounts under the Bankamerican 
Family Estate Plan, have been re- 
ceived with considerable enthusiasm 
by the recipients. Now that the Plan 
is paying for welfare benefits for 
which the employes formerly paid part 
or all of the costs, staff members are 
getting that much more added to their 
monthly pay checks. 

We hope that the new Family Estate 
Plan will go far to assure the financial 
security of those who make a career 
with the Bank of America. 
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The city’s banks lead the way 
as the ruins of war are replaced 
by modern business workshops 


How ROT 
REBUILT TTS BA 


OTTERDAM, today, likes to think 
of itself as the most modern 
banking city in the world. In the 

past two years, four of its great bank- 
ing institutions—Rotterdamsche Bank, 
Twentsche Bank, The Netherlands 
Trading Society, and Amsterdamsche 
Bank-Incassobank—have moved into 
brand new modern quarters. 

Ten years ago, a considerable part 
of Rotterdam, located on one of the 
world’s largest harbors at the mouth 
of the Rhine in the Netherlands, was 
destroyed in the German invasion. The 
whole business center of the city was 
wiped out and the buildings of the 
banks and financial institutions were 
all but completely demolished. Only 
the strongrooms survived, with their 
contents undamaged. The attack came 
so suddenly that no precautionary 
measures had been taken, such as 
those employed in advance by the 


War-time damage to Rotterdam 


Demolished area projected on Manhattan map 


By 
¢. FREDERICK KARSTEN 


Secretary to the 
Managing Directors, and Manager, 
Foreign Department, 
Rotterdamsche Bank N.V., 
Rotterdam, Holland 


English financial institutions. 

The boards of directors of the vari- 
ous banks found themselves without 
offices, without desks, without books 
and bookkeeping machines, and with- 
out money, for the strongrooms were 
barred by ruins. Within 72 hours, 
however, all banks had reopened for 
business. Some banks’ established 
headquarters in branches in unde- 
stroyed sections, others in private 
homes and even in garages. Customers 
also had suffered destruction of their 
homes and their records, so that ac- 


Three of Rotterdam’s new bank buildings, also pictured 


ERDAM 





KS 


counts in many cases had to be recon- 
structed from memory, with much 
depending on faith and confidence. 

In spite of the war, the banks start- 
ed preparing plans for new buildings. 
City Authorities, however, decided 
that since the old center of the city 
was practically destroyed, and since it 
was several hundred years old anyway, 
with many narrow, crooked streets 
and canals, advantage should be taken 
of the opportunity to develop a new 
city plan. Only the Rotterdamsche 
Bank succeeded in making some head- 
way at its new location before a ban 
was put on all building. With libera- 
tion, planning began again, this time 
with a new conviction that interna- 
tional trade, which provides a consid- 
erable portion of the city’s banking 
business, was about to boom and would 
automatically mean an increase in per- 
sonnel and work space. 


From left to right are shown the new quarters of the Twentsche Bank; 
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New main office of the Rotterdamsche Bank, largest in the city 


Construction, banned during war, boomed after Dutch liberation 


Today, the bank buildings are com- 
pleted, with many new and unusual 


features. They are in keeping with a- 


modernized Rotterdam itself. There 
are new industrial buildings, ware- 
houses, modern harbor facilities, a 
three-quarter mile traffic tunnel under 
the river, a huge stadium and thou- 
sands of dwellings. 


N the bank side, the Rotterdam- 

sche bank raised a massive struc- 
ture that houses the head office of this 
250-branch institution on the founda- 
tion and strongrooms that had been 
previously completed. With over 200,- 
000 square feet of available floor space, 
the Rotterdamsche Bank building is 
the largest of the city’s new banking 
quarters since the other major finan- 
cial institutions of the city operate 
through main-offices in Amsterdam. 
The spaciousness of the stone and tra- 


etherlands Trading Society, and the Amsterdamsche Bank-Incasso-Bank 


ditional Dutch-brick building is re- 
flected by the main floor where all of 
the major operating departments of 
the bank are concentrated in one large 
room, over 400 by 120 feet in size. The 
upper stories of the modern structure 
hold the offices of the managing direc- 
tors as well as the management group 
for the bank’s branch system. 

The size of Rotterdamsche Bank’s 


main operational floor results in long - 


distances that must be covered in 
transporting documents from one de- 
partment to another and this handi- 
cap has been overcome by a special 
transportation belt connecting the 
tellers’ department with the vital con- 
trol section. Since it is not a punish- 
able offense in the Netherlands to 
issue a check that is not sufficiently 
covered by a bank account balance, 
both the signature and account bal- 
ance of each check presented for pay- 


over, show the impressive results of integrated city planning 


ment must be verified. Ordinarily, the 
average citizen maintains his account 
with the “Postcheque-en Girodienst” 
(Postal Check and Transfer Service) 
and the individual checking account 
has not won the universal favor in the 
Netherlands that it enjoys in Anglo- 
Saxon countries. While this fact great- 
ly limits the check volume handled by 
the Dutch commercial banks, the cor- 
porate and _ institutional checking 
activity channeled through the Rotter- 
damsche Bank presented a_ sizable 
verification and transportation head- 
ache to the plans-makers for the new 
building. 


HE transportation system evolved 

to handle this problem begins when 
the commercial customer or his repre- 
sentative presents a check for payment 
at the lobby counter, receiving in ex- 
change a numbered ticket. After 
checking the signature and the ac- 
count balance, the verifier places the 
approved check in one of the partitions 
on the transportation belt leading to 
each teller’s cage. The teller counts out 
the money and gives it to one of the 
assistant tellers who double-checks the 
totals. By means of the call-number 
system, the customer presents his 
ticket at the counter and receives pay- 
ment on his check from the assistant 
teller. Special lockable cages at the 
Rotterdamsche Bank are available for 
the transfer of large amounts such as 
payrolls. 

Private accounts, drawn mostly 
from the higher income groups, are 
handled through a separate private 
clients division of the bank. In addi- 
tion to the administration of individ- 
ual bank balances, this specialized 
department provides services similar 
to those of the trust department of an 
American bank. 


Decor reflects bank background 


Main entrance, Netherlands Trading Society 
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Main bank hall at the Rotterdamsche Bank is 400 by 120 feet in size 








A space-saving balcony surrounds main 


Two examples of a typical Dutch bank arrangement, with all of the operating departments being housed 


The impressive traditional modern 
decor of the new Rotterdamsche 
Bank building, with towering marble 
pillars and heavy, leather-covered fur- 
nishings, includes many unusual fa- 
cilities for employee, as well as cus- 
tomer, convenience. As a rule the 
average bank employee travels to work 
on a bicycle, the popular means of 
transportation in Holland. A large 
area under the bank building is re- 
served for parking bicycles and may 
be reached by a “drive-in” leading 
directly to the street. A spacious 
recreation hall is provided for em- 
ployees on the top floor of the building. 
In the evenings, this hall is used for 
the social gatherings of the bank’s 
employee club. Facilities and equip- 
ment for chess, bridge, billiards, and 
other games, plus a stage, dressing 
rooms, and all of the mechanical de- 
vices for employee plays and shows 
are provided. 

Similarly, a bicycle parking area 
and a recreation hall are employee fa- 
cilities incorporated into the new 
quarters of the Nederlandsche Handel 
Maatschappij (Netherlands Trading 
Society). Not as badly damaged as 
others, this bank was able to patch up 
its old quarters well enough to con- 
tinue operations after the bombard- 
ment and fire. When the new city plan, 
which had been worked out secretly 
during the occupation, showed that the 
Netherlands Trading Society would be 
the only one of the four major banks 
that could remain on its original site, 
the construction of two separate sec- 
tions of a new building was begun. 
After these sections, one to the left 
and one to the right of the old, dam- 
aged building, were finished, a tempo- 
rary structure was erected to house 
the bank while the old ruins were re- 
moved to make way for the central, 
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Public lobby of the Rotterdamsche Bank 


connecting section of the new build- 
ing. The removal of the ruins was a 
slow, difficult process since the old 
strong-rooms had to be cleared with- 
out using explosives for fear of dam- 
aging the two completed wings of the 
building. 


HE Oriental flavor of the decor, 

particularly noticeable in the mon- 
umental entrance to the bank, reflects 
the background and character of the 
Netherlands Trading Society with its 
many branches in the Far East. All of 
the operating departments are not 
found on the ground-floor, as in the 
Rotterdamsche Bank, but are located 
throughout the various floors of the 
five-story building, with the main 
banking lobby for the public on the 
ground-floor. 

Each Netherlands Trading Society 
teller is provided with a specially- 





The new quarters 


Well-appointed 
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hall of Amsterdamsche Bank-Incasso-Bank 


in one spacious ground-floor office 


designed desk, the left section of 
which is equipped to hold the large 
amounts of currency needed in the 
bank’s commercial business. This left 
section of the teller’s desk is mounted 
on wheels and can be removed at the 
end of the working day, locked, and 
trundled by special elevator to the 
strong-room. Thus, it only takes one 
minute for the cashier to get his 
money out of the strong-room in the 
morning and be ready for his cus- 
tomers. 

The Twentsche Bank, another of the 
four major banks of Rotterdam, had 
completed plans for a new building 
and started to dig the foundation when 
orders were received to stop due to a 
last minute change in the city plan. 
A new site for which an entirely new 
building had to be designed was 
allotted to the bank. 

In planning the new Twentsche 
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reflect increased emphasis in bank relations with both the customer and 





Hall for direct bank-customer consultation, Twentsche Bank 


employee recreation room atop the Rotterdamsche Bank 
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Bank building, a principle of banking 
practice was applied that is entirely 
unique in Holland. The structure con- 
tains a separate bank-hall for custom- 
ers desiring bank advice on the buying 
and selling of stocks and bonds. Desks 
are placed in this hall so that custom- 
ers may consult bank officers directly. 
While this procedure is more the rule 
than the exception in the United 
States, the European bank officer has 
retained the character of a dignified 
high official, not easily approached by 
the public. 


HE Twentsche Bank is the only 

bank in the Netherlands which re- 
quires that a bank officer of some 
authority must live in each bank build- 
ing. Therefore, in the bank’s new 
building, in addition to living quarters 
for the doorkeeper, there is a comfort- 
able flat for the bank officer whose 
duty it is to close all doors of the build- 
ing hermetically each night at 11 P.M. 

In the ornamentation of the Twent- 
sche Bank facade, the architect has 
suggested symbolically the bank’s his- 
tory. Over the main entrance is set a 
statue of the “Horse of Twente,” a 
figure in the old legends of the eastern 
part of Holland, called Twente, where 
the bank had its origin. 

Shortly after the Amsterdamsche 
Bank and the Incassobank had com- 
pleted their plans and commenced con- 
struction on their new buildings, word 
was received from Amsterdam that 
the two banks had been amalgamated 
into one. It became necessary to select 
one of the two buildings under con- 
struction to house the amalgamated 
institution and the partially-completed 
building of the Incassobank seemed 
best suited for the purpose. To provide 
sufficient space for the combined 


See ROTTERDAM’S BANKS—Page 81 
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Special mobile teller’s cart, Netherlands 
Trading Society 
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A new design increases accuracy, cuts issuing time 


An Improv 
PERSO 


HE postal money order is still the 

largest single form of remittance 

used and few bankers realize how 
large this volume is. In most cities or 
towns the monthly volume exceeds 10 
per cent of the population, and it is 
business which banks can and should 
obtain by rendering a superior service 
at a lower price. Certainly complete 
banking service should include an effi- 
cient remittance service. 

In 1937 our bank introduced a serv- 
ice which permitted anyone to write 
and sign his own personal checks with- 
out opening or maintaining a bank 
account. It was a brand-new idea, quite 
unorthodox, but surprisingly simple 
and entirely workable. It was the birth 
of register check service, which has 
since been adopted by several hundred 
banks throughout the country. 

Until the register check service was 
conceived, remittances sold by banks 
were usually their cashier’s checks, 
treasurer’s checks, or bank money 
orders, all of which are the official 
checks of the issuing bank, completely 
made out, signed, and recorded by it. 
The new idea of having the customer 
make out and sign his own personal 
checks, with the bank’s record con- 
sisting only of a number and amount, 
made it obvious that the old way of 
selling remittances was the hard way. 

The original register check, with its 
attached customer’s stub, was made 
available on our counters and made 
out and signed by the customer who 
then presented it, with the funds, to 
the teller for “registering.” In the 
“registering” the teller would number 
the check and stub to correspond with 
the bank’s prenumbered register copy. 
The amount, as made out by the cus- 
tomer, would be “cut” with the bank’s 
checkwriter on the register copy, the 
check, and the customer’s stub. 

While the original register check 
service provided every requirement for 
efficient and fast operation, it would be 
most unusual if in fourteen years of 
usage some improvements were not 
to be desired. The desire for refine- 
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By WILLIAM PETERSEN 


Vice-President. The First National Bank of Boston, Boston, Massachusetts 


ments became more apparent as oper- 
ating costs rose and volume increased; 
and when, as in our own case, the 
volume reached the rate of a million 
items a year, even minor possible im- 
provements increased in importance. 

It may be well to mention the re- 
finements sought and then show how 
they were incorporated in the im- 
proved register check. A number of 


OLD ... These forms required manual 
numbering of check and stub, and 
three checkwriter impressions 


Another point which became ap- 
parent with the use of the original 
register check service was the con- 
siderable wastage of forms because 
blank checks were readily available to 
anyone. This wastage is eliminated 
by use of the new controlled form. 

Perhaps the one single factor most 
sought in operating the original serv- 
ice was accuracy in numbering, be- 
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banks, for instance, had not looked 
with favor upon the idea of having 
blank checks available to the public, 
primarily because of the possibility of 
misuse resulting in the defrauding of 
merchants or others. We recognized 
this possibility from the beginning 
and, although our experience of four- 
teen years, involving many millions of 
transactions, proved that such in- 
stances were relatively rare, it never- 
theless was a point worthy of serious 
consideration. The new register check 
is a controlled form, not available 
until paid for and, therefore, elim- 
inates this possibility. 


SAVE THIS STUB AFTER COMPLETION BY BANK 


STUB RESen = R STUB 
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cause the paying operation involved 
only the use of the number and amount 
of the check. The manual numbering 
of check and stub to correspond with 
the bank’s prenumbered register copy 
has sometimes been inaccurate and, 
therefore, created problems in the 
paying process. The new register check 
is a snap-apart form of three parts, 
the check, the bank’s register copy, and 
the customer’s record copy, interleaved 
with carbons. It is purchased pre- 
numbered, and the numbering has been 
done through the carbons so that there 
is positive assurance that the check, 
the bank’s register copy, and the cus- 
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NEW ... Prenumbered, snap-apart form is issued with only a single protectograph impression. 
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tomer’s record copy are in absolute 
agreement. This also eliminates the 
need for numbering the check and 
customer’s copy at the time of sale. 
With the original service it occa- 
sionally happened that the bank would 
inadvertently place a checkwriter 
amount on the check which would not 
be the same as that placed on the 
register copy. In the new form the 
amount is placed on all three forms 
with a single impression of the check- 
writer, thus printing the amount 
through the carbons on the bank’s 
register copy and customer’s record 
copy, eliminating all possibility of dis- 
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crepancy in amount. Incidentally, the 
checkwriter amount is the only amount 
used on the check, which eliminates the 
occasional discrepancy experienced 
when figure amounts are also used. In 
addition to the greater accuracy 
achieved by this feature, it also re- 
duced issuance time because only one 
checkwriter impression is required, 
whereas three were necessary with the 
original register check service. 
Bankers in some parts of the coun- 
try considered the name “register 
check” meaningless inasmuch as re- 
mittances were generally known as 
“money orders.” While this has not 


appeared to be the case in areas where 
there has been a generally widespread 
use of register check service, it was a 
point worthy of consideration. The 
new form includes the name “personal 
money order” printed in the border. 

The new form also includes an ad- 
dress line under the remitter’s signa- 
ture. This is not essential for opera- 
tional purposes, but with the original 
type of register check occasional in- 
quiries were directed to the drawee 
bank when a recipient of the check 
was unable to give proper credit or 
application of the funds. With the 
address of the purchaser on the check, 
it is believed that such inquiries will 
be directed to the signer of the check, 
instead of to the bank. 

The original register check service 
was quickly recognized as a faster 
and more popular remittance service 
than those formerly in use. It was 
faster to operate because the customer 
did all the writing. This faster service 
at the teller’s window, together with 
the feature which permitted him to 
make out and sign his own checks, 
made the service popular. Its issuance 
required five steps for the bank: (1) 
Number the check, (2) number the 
stub, (3) protectograph the amount on 
the bank’s register copy, (4) protecto- 
graph amount on check, and (5) pro- 
tectograph amount on customer’s stub. 
The use of the new form requires only 
one step—a single protectograph im- 

See IMPROVED CHECK—Page 82 
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Prizes and cash rewards for customers and employees 


yield a healthy increase in account volume 


CAMPAIG 





VIN 


Jor SAVINGS ACCOUNTS 


S THIS bank eame through the 
first three postwar years, its sav- 
ings department figures reflected 

the national trend for that time. De- 
posit totals increased 6.3% while 
accounts increased only 2.3%. Per- 
centagewise these were the slowest 
rates of growth in more than a quar- 
ter century, excepting only the worst 
depression years of. the Thirties. 
Clearly, while a relatively few of the 
confirmed savers were increasing their 
balances faster than ever, most people 
were finding it harder to save as the 
cost of living rose. 

With the largest volume of savings 
in Virginia, both in dollars and num- 
ber of individual depositors, we decid- 
ed this trend must be reversed. The 
decision was that the bank’s savings 
must be induced to grow faster than 
ever, not slower. 

How effectively this was accom- 
plished may be read in a few before- 
and-after figures. Starting 1946 with 
33,312 accounts, by the end of 1948 the 
bank had gained only 763 savings 
accounts, or 21 a month. In the next 
two and one-half years ending June 
30, 1951, we gained 11,258 accounts, 
or 375 a month. Starting in 1946 with 
total savings of $27,368,084, the 
monthly average increases for these 
two periods were respectively $48,137 
and $121,248. 


E firmly believe that the future of 

our institution—as, indeed, of all 
banking—depends upon how success- 
fully the bank serves the financial 
needs of the general public. If we can 
help the maximum number of people 
to save and otherwise take care of 
their money, and further, if we can 
loan them money to meet their legiti- 
mate needs for credit, we see a profit- 
able present and a secure future for 
The Bank of Virginia. Failing to pro- 
vide such service for the general pub- 
lic would be the surest way not only 


38 


By 
RALPH F. BAGWELL 


Vice-President, 
The Bank of Virginia, 
Richmond, Virginia 


to put ourselves out of business, but 
also to put government into banking. 

From this philosophy, it follows that 
we want to attract just as many cus- 
tomers as possible and give them the 
best service we can. The more the bet- 
ter, just as long as we can do it sound- 
ly. Through the years, we always have 
had more of a loan demand than we 
had deposits to fill this demand. There- 


fore, the thing we most needed then— 
and still need—is deposits to loan to 
the public. 

All told, we have in twelve offices in 
six cities a total of 193,086 customers 
for all of our services. Eliminating 
overlaps would bring this down to the 
neighborhood of 125,000 individuals. 
Obviously, if we can make 125,000 
customers feel not only passively satis- 
fied but actively pleased, they could 
bring us more business than could our 
statewide staff of some 500 people. 

This fact is always in mind when 
we are planning a campaign for new 
accounts. Of course we cannot hope for 
active assistance from all 125,000, but 
if we get only a tiny percentage of 


Substantial customer prizes were obtained at bulk prices 
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Teaser badges, reading ASA-MSAS, sparked employee contest 


these working on our side, the results 
can be extremely valuable. 

Our first test of how to get cus- 
tomers actively working for us started 
back in November 1947. It was a shot 
in the dark, since we knew of no prece- 
dent in banking, and we went about it 
in a highly unorthodox manner. One 
of our officers arranged with a local 
manufacturer to supply us high qual- 
ity aluminum kitchen utensils at a 
bulk price for use as customer re- 


wards. We then circularized all cus- 
tomers of the Roanoke branch, offer- 
ing aluminumware to any customer 
who would send us a new account of 
$25 or more. Two such accounts would 
earn him a larger, more expensive 
piece. We enclosed with the announce- 
ment and the list of rewards, a set of 
introduction cards for the customer to 
give to his friends, so that when the 
new account came in we could give 
credit to the customer responsible. We 





then notified him, and he came in to 
choose his reward from a display 
counter in the lobby. 

This got its first test in one office, 
and eventually spread throughout 
our branch system. It never flooded us 
with business, but it created a steady 
flow. In seven weeks ending last 
August, with a little extra promotional 
push, it produced 174 new savings 
accounts averaging $320, and 239 
checking accounts averaging $292. 
During somewhat less than four years, 
from its start in 1947 until midsum- 
mer of 1951, it brought in 3,890 sav- 
ings accounts totalling $1,437,477, and 
4,784 checking accounts totalling 
$1,843,442. 


ce all novel new business methods, 
this lost a good deal of its original 
effectiveness through long use. It had 
one weakness which we were never 
able to overcome. A lobby display of 
pots and pans—even though most of 
these were such big items as roasters 
and pressure cookers—embarrassed 
some of our officers and staff members. 
Eventually their sufferings  out- 
weighed the tangible advantage to the 
bank of using these prizes. So we 
yielded to their social sensibilities and 
have now discontinued the pots and 
pans. 

It took only a few weeks of using 
the premium plan to assure us that it 
had possibilities. So we set about de- 
veloping a major campaign to bring 
new savings business. This time we 
combined a reward plan to enlist the 


The savings theme was tied in with the offering of ladies’ and men’s wallets as prizes 








NORFOLK 


To Our Savings Account Customers: 


& customer. 


and Boush Streets. 


Sipeprely yours, 


MEN'S WALLET 





LADIES WALLET 
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THE BANK OF VIRGINIA 
April 6, 1980 


As a customer of The Bank of Virginia, you can have ont of the 
attractive genuine leather wallets pictured below, and earn 
extra money too, for a few minutes of your time during our 
Customer Campaign for New Savings Accounts, starting April 10. 
Neatly tucked away in each wallet is a "SaveMaster® dimesaver 
that builds dimes into interest-bearing dollars in a hurry. 


THIS IS ALL YOU HAVE TO DO: Write your name and 
address on the enclosed Introduction Cards and 

give them to your friends. Tell them that they, 
too, can get a wallet by opening a sevings account 
with an initial deposit of $2 or more at either of 
The Bank of Virginia's three Norfolk offices. 


When the first savings account is opened with one 
of your Introduction Cards, you will be notified 
to come in and select the style and color of bill- 
fold that you prefer, gold-stamped with your ini- 
tiels. As each additional account is opened by 
your friends, your own account will de credited 
with One Dollar, and you will be notified to bring 
in your passbook for crediting. You do not have 
to accompany your friends when they open an account, 
and you aay obtein es many more cards as you wish. 
There is no limit to the number of dollars you may 
earn. The wallets, however, are limited - one to 


Rememder, this plan starts April 10 and will continus for on. 
@ limited time. Fill out the enclosed cards NOW and give thebs 
to your friends so you can get your wallet and stert earning 
extra dollars right away. Don't forget that accounts may be 
opened at any one of our conveniently located offices in 

Norfolk--242 Main Street, Zist and Granby Streets, and Charlot’ 


DIMES BUILD DOLLARS. » 









































































































































of a checking eccount. It is good business, 
and wise protection for your money. 


To encourage new Savings Accounts, we are offering -- under 
® special plan until June 17, 1950 -- an attractive, genuine leather 
man’s or lady's wallet, with initials stamped in gold, for each new 
account opened at either one of our three Norfolk offices. The open- 
ing deposit may be as small as $2, but the account must show 6 balance 
of at least §36 at the ond of the year. 


Inserted in each wallet is a “Savollaster” Dime Sever that 
builds dimes into dollars almost before you know it. Just one dime 
@ day in your Dime Saver means at least $36.50 at the end of one year. 


While this special Savings program is in effect you can earn 
extra dollars by getting your friends to open accounts. They, also, 
will receive a wallet, and your own account will be credited with $1 

or each new Savings Account you bring in. 


: We invite you to begin YOUR Savings Account “nest egg” today. 
what a Dime Saver can do for you. Please remember that accounts 

y de opened at any one of our conveniently located offices in Norfolk -- 
2 Main Street, 2lst and Granby Streets, and Charlotte and Boush Streets. 


P. S. Perhaps you already have opened a Savings Account. 
Extra money in reserve gives a person a good feeling, doesn’t it? 


THE BANK OF VIRGINIA 


NORFOLK 


To Our Checking Account Customers: 


As a velued customer of this bank, you know the advantages 
& convenience for you 









How about an extra “nest egg” protection. Would you like 
to accumulate o reserve for a payment on a home, a business opportu- 
nity, @ vacation, a fund to send the children to college? Would you 
like to know you have something put aside for days ahead? These are 
the advantages of « Savings Account at any office of The Bank of 
Virginie. AND, we welcome accounts large or smell. 





Sincerely yours, 


. Zehmer 
ce President 














































ereased. All you have to do is write your name 

the enclosed cards, give them to your friends, relatives, and 

acquaintances and invite them to open « Bank of Virginia Chri 
+ You wt ceive ry person who Y 


Y . A ttre savings offer does not 
renewals, but a new member 
becomes eligible to icipate. You will be notified whens 
» and additional cards are of course av: 













Bring this Card ot once to any effice of, 


Tus Bawx oF Viacnas 
Memne Federal Deport lemreacs (arparetion 


UPON presenting thie Card and opening « Christmes Chub 
Account by January 27, 1951, you will be given an opportunity 
to share in a Special Fund to be distributed for a limited time 
among The Bank of Virginia's Christmas Club members. 




















Best wishes and good luck. 


Sincerely, 
Abana Oh 


R. Herndon 
Assistent Cashier 
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Thank you very much for your assistance in encouraging others to join The Bank 
of Virginia's Chri Club. 

You have today earned a savings bonus of $______for co-operation with our 
Christmas Club. If you will bring this notice to one of our tellers, we will gladly credit 
your account, or just mail the card in to us after checking and signing below. if you 
would rather have cash, all you have to do is present this card to a teller. 


You will earn fifty cents for each additional Christmas Club membership opened 
at any of our offices by January 27, 1951. 


THE BANK OF VIRGINIA. 
Piease credit my sevings ( ) checking { —) account. 


Seg sinsicenceeitsnaisansincocceecegeoatnnty Date. 


Christmas Club volume soared after reward campaigns 


cooperation of old customers, and a 
prize contest to get the bank’s staff 
behind the drive, which we scheduled 
to last eight weeks. 


HE first outward sign of the cam- 
paign was a letter that went out to 

all savings customers in February, 
1949, offering them a reward for refer- 
ring new savings accounts to us. The 
customer was given a supply of intro- 
duction cards to fill in with his name. 
A new savings depositor presenting 
such a card (or even giving the name 
of the customer who had sent him) 
could deposit as little as $2. This en- 
titled both the old customer and the 
new depositor to receive a leather 
wallet containing a dime-saving bank. 
To make it fair, we also gave such 

a wallet to anyone who walked in and 
opened a new savings account unre- 
ferred. Likewise, a new customer 
brought in by a staff member’s solici- 
tation got the wallet. After receiving 
one wallet any customer, old or new, 
received a savings credit of $1 for 
each new account that he subsequently 
brought in. The wallets with dime 
banks cost us about $2.50 apiece, but 
we had a partial safeguard against 
people who might open a temporary $2 
account merely to get the wallet. On 
his signature card the new customer 
accepted a provision that unless at the 
end of 12 months his account con- 
tained at least $36, we could charge his 
account $2. This recapture clause was 
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printed in red ink for emphasis, and 
was called specifically to the new cus- 
tomer’s attention, when he opened the 
account. 

For many years we have paid com- 
missions on new business to all staff 
members, starting with $1 for a sav- 
ings account of $25 and working up to 
$28.50 on $10,000. A few staff mem- 
bers have steadily worked at getting 
new business under this arrangement, 
but most have merely collected on an 
occasional windfall. As every sales 
manager knows, it takes an occasional 
contest to induce even full-time sales- 
men to bear down and get all the 
orders they know how. This fact of 
human nature is even more compelling 
when the personnel has no direct, 
every-day sales responsibility. It takes 
planning and recognition inside the 
organization to engage the emotions 
of a non-selling worker to the point 
where he will sell. 

Because of these factors in the equa- 
tion, the staff member side of the 
campaign required more _ elaborate 
preparation and promotion than the 
straightforward reward offer that suf- 
ficed for the customers. Our prepara- 
tion started with a staff meeting at 
each branch two weeks before the 
campaign, to explain the terms of all 
contests involved and to equip all staff 
members to make the most of the op- 
portunities offered. At these confer- 
ences we emphasized that all commis- 
sions normally applying would be paid 


in addition to the many special prizes 
for individual and team achievement. 
We felt that this was important be- 
cause it assured the staff member he 
would be compensated for the results 
achieved, whether or not these hap- 
pened to qualify for a prize. 


LL officers and staff members were 
divided into teams of between 10 
and 20, with one officer assigned to 
each team as advisor but not eligible 
for other office on the team or for any 
except team prizes. Each team elected 
its own captain and secretary from its 
membership. 

Quotas for the campaign were set 
on an arbitrary basis for a total of 
5,000 new savings accounts. Each staff 
member carried a quota of 10 new 
savings accounts, or a total at that 
time of 3,680. Besides this, the over-all 
quota included 1,320 accounts antici- 
pated from customer referrals and 
walk-ins. 

The slogan for the campaign was “A 
Savings Account Means Success And 
Security.” Abbreviated to the initials 
ASA-MSAS, this was used as a teaser. 
Each officer and staff member received 
a badge carrying these initials and his 
name. The badge was to be worn on his 
lapel every day, and if he lost it or left 
it home he could have another without 
penalty. However, he must wear it all 
day in order to be eligible for the daily 
jack pot prize. 

Prizes for the eight-week period 
from which officers were excluded un- 
less otherwise specified, were as fol- 
lows: 

$100 as a team prize to the team in 
each city which exceeded by the larg- 
est.-number of accounts the quota of 
ten new $2 savings accounts per mem- 
ber, officers included. 

See SAVINGS CAMPAIGNS—Page 87 


Bank to continue drives 


Vice-President Ralph F. Bagwell, left, 
discusses productive results with 
President Thomas C. Boushall 


Burroughs Clearing House 
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The Ferndale National faces a food Crisis 
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MA. CLUTCHBILL “S THANKSGIVING 


By FRED COPELAND 


“Is a suitable amount 
of game being fetched 
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66 HAT is the biggest, the most 
rare, the most savory wild 
animal or bird that can be 

got in our county at the present 
time?” intoned President Perkins, 
stretching his gaze over the top of his 
eve glasses at his brother directors 
seated around the Ferndale National’s 
directors’ table. 

“Mr. Spearhawk should know,” put 
in Director McTavish after a long 
silence. 

Mr. Spearhawk fingered his chin. 

“What do you want to know for?” 
he mumbled suspiciously. 

President Perkins leaned back and 
scowled at the small, pinched face of 
the reluctant director. “We’ve got to 
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produce such an animal or bird if we 
are to maintain our lead in popularity 
and attention in the community. I 
have a letter here. It’s from the chair- 
man of the entertainment committee 
of the county bankers’ annual game 
dinner which occurs next Thursday 
night at the old Fiddler’s Elbow Tav- 
ern in Panther Notch. We should all 
go in a body and bring the rarest tid- 
bit of any bank. We have got to hang 
onto our top position in the county. 
This annual bankers’ banquet, held 
each year on All Saints night as a 
preview to Thanksgiving, is always 
played up in the local papers.” 

“How much are the tickets?” hesi- 
tated Director McTavish. 








“Two dollars. I thought we’d better 
not meddle with the expense account 
this time—the stockholders might ask 
about it at the annual meeting.” 

Mr. McTavish grimly fastened the 
coat button over his wallet. 

“I make a motion,” suddenly pro- 
posed Director Clutchbill, “that Spear- 
hawk’s dinner ticket be a free gift 
from the bank if he will bring in a 
rare specimen of game. He is our only 
sportsman.” 

“Do you agree, Mr. Spearhawk?” 
asked President Perkins. 

“IT could make a try,” nodded Mr. 
Spearhawk brightening a little at 
thought of a free ticket. 

See MR. CLUTCHBILL—Page 83 
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@® Your customers rely on you to give them the 
best possible service in every way. When you 
sell them American Express Travelers Cheques, 
you offer them the most acceptable cheques 
with the best service in the world. 

American Express originated the Travelers 
Cheque in 1891. Through years of service to 
the public, and vigorous national advertising 
and promotion, they have become the best 
known and by far the most widely accepted 
cheques in the world. 


Instantly Recognized 
in a Million Places 


As a result, at a million places—banks, Western 
Union and Railway Express offices; service 





Instantly ACCEPTED... 


in 28,672 Western Union Offices 


‘‘We consider American Express 
Travelers Cheques another form of 
cash,”’ says Miss Josephine Reilly, 
clerk-operator in a New York City 
Western Union Office. “‘Whenever 
our customers offer them, they’re 
always accepted instantly!” 





stations, restaurants, hotels, tourist camps; rail- 
road, bus and air terminals; shops and stores 
in the United States and all over the world— 
American Express Travelers-Cheques are in- 
stantly recognized and accepted. 


They Command 
a World of Service 


In case of loss or theft, your customers can 
count on assistance at one of the many American 
Express offices in the United States and abroad. 
In time of need, when speed counts most, a 
quick refund or financial help is given with the 
same degree of courtesy and spirit of friendli- 
ness your customers find at your bank. 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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WASHINGTON VIEWPOINT 











FDIC Under Study 


The Senate confirmed President 
Truman’s nominations of Maple T. 
Harl and H. Earl Cook for new six- 
year terms as directors of the Federal 
Deposit Insurance Corporation. 

Confirmation of the appointees came 
in the closing days of the first session 
of the 82nd Congress. If the Senate 
had failed to confirm the two officials, 
the FDIC would have been powerless 
to operate since there was a lack of a 
quorum of directors. 

When the Senate Banking Commit- 
tee voted to report the two appointees 
favorably, it also decided to continue 
its study of FDIC operations, by a 
subcommittee headed by Senator J. 
Allen Frear (D., Del.). The subcom- 
mittee was instructed to prepare legis- 
lation to “strengthen the FDIC law” 
for consideration at the next session 
of the 82nd Congress. 

The principal problem will be to de- 
fine specifically the corporation’s dis- 
cretion in deciding whether to liqui- 
date or merge weak banks. 

Senator Burnet R. Maybank (D., 
S.C.), chairman of the Banking Com- 
mittee, directed a letter to FDIC ask- 
ing for a “finding of fact” before 
choosing between liquidation and 
merger methods. 

Meanwhile, FDIC placed a morato- 
rium on two of its disputed bank regu- 
lations. One regulation is the FDIC 
rule that its insurance coverage would 
not be available to newly formed banks 
unless the banks agreed to maintain a 
ratio of capital assets to deposits at 
least as high as the national average. 

The other point of issue was the 
FDIC policy of requiring a meeting of 
bank directors immediately following 
an FDIC examination of the bank. 

The two disputed regulations are 
now being reviewed by banking offi- 
cials, the FDIC, the Federal Reserve 
Board and other interested parties. 


e So e 


Monetary Questionnaire 
A comprehensive questionnaire deal- 
ing with economic policy, the relation- 


ship between the Federal agencies | 


dealing with money, as well as ade- 


quacy of bank earnings, management | 
of the debt and the adequacy of the | 
existing banking structure, has been | 


distributed by a subcommittee on the 
Economic Report. 
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By N. P. GREGORY 


Washington Correspondent 


The questionnaire, which has been 
sent to more than 400 officials, federal 
and public, is to provide information 
for a general inquiry into money, 
credit, debt and central banking poli- 
cies. 

The probe will get underway next 
January by a subcommittee headed by 
Representative Wright Patman (D., 
Tex.). Other committee members in- 
clude Senator Paul H. Douglas (D., 
Ill.), Senator Ralph E. Flanders (R., 
Vt.) and Representatives Richard 
Polling and Jesse P. Wolcott (R., 
Mich.). 

The answers submitted to the sub- 
committee by the Patman group will 
be made public and a book of materials 
will be issued late this year. 

The following government officials 
have been queried: The Secretary of 
the Treasury; the chairman of the 
Board of Governors of the Federal 
Reserve System; the president of each 
Federal Reserve Bank; the Council of 
Economic Advisers; the Comptroller 
of the Currency; the Chairman of the 
Federal Deposit Insurance Corpora- 
tion; the Administrator of the Recon- 
struction Finance Corporation; and 
the Supervisor of Banks in each state. 

In addition to questions addressed 
to public officials, brief lists of ques- 
tions are being asked of some 300 


economists, 700 bankers, 40 life insur- 
ance company executives, and 20 Fed- 
eral government security dealers. 
The questions in each case draw upon 
the specialized knowledge which these 
persons derive from their business or 
profession. 

Chairman Patman says in a report 
to Congress that since the Douglas 
subcommittee conducted its own in- 
quiry into the troublesome question of 
relations between the Treasury and 
the Federal Reserve System, the Ko- 
rean war and the expanded credit have 
changed the situation. 

Despite the so-called “accord” of 
last March over interest rates between 
the Reserve Board and the Treasury, 
the controversy over debt management 
continues in and outside the govern- 
ment. 

“The policy disputes of the past year 
have also brought into sharp focus the 
question of whether our machinery for 
the determination of monetary policy 
—set up, for the most part, many years 
ago—is appropriate to cope with the 
problems of the present day and to 
carry into effect the policy of the Con- 
gress with respect to economic stabil- 
ity as set forth in the Employment Act 
of 1946,” the chairman declares. 

Mr. Patman points out that Federal 
Reserve Board Chairman William Mc- 



























































































































































; American Sccutity 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


















A. your representative to the 


Nation’s Capital, American Security 
& Trust Co. can handle your corre- 
spondent needs and problems in 
Washington with the care, speed, and 
personal interest that you would 
require of your own staff. 





Select a leader in experience and 
dependability and receive the maxi- 
mum in efficiency. 


& TRUST COMPANY 
15th St. & Pennsylvania Ave., N. W. 
Washington, D. C, 


Daniel W. Bell, President 


MEMBER FEDERAL RESERVE SYSTEM 
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HERE'S HOW THIS EXCLUSIVE 
PATENTED MOSLER UNIT WORKS 


1. CUSTOMER PULLS UP to “Snor- 
kel,” which is within easy reach of 
car window. 


2. TELLER (located below sidewalk) 
and customer see and hear each 
other by means of mirrors and 
speaker system. 


3. ELEVATOR DEPOSIT UNIT is 
brought down, and sent up by the 
teller, completing a normal trans- 
action in less than half a minute! 


BULLET-PROOF GLASS 


MIRROR 











SPEAKER 





' 
3 it 
it 
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ELEVATOR 












TELLER 









MIRROR 





2-WAY SPEAKER 

















City Officials join Ban 




















WHICH OF THE “SNORKEL” advantages 
is of greatest importance to your bank? 
The quick, convenient service that 
builds good will and wins new cus- 
tomers? The solution of parking and 
traffic problems? Or the relief from 
congestion inside the bank? 





You'll probably find, as banks all over 
America are finding, that it’s the com- 
bination of these and many other ad- 


Almo 
Aphis ri 
bach t 


Cc 
" Id 
vantages that makes the “Snorkelf ,, 
such a tremendous asset. 


Why not find out how this exclusig W 
patented Mosler product can provid 
convenient drive-in banking for you 
customers—even though you are lg U 
cated in a busy downtown area, aml Fi 
have no space for a convention 
drive-in window. Just mail the coupo 
below for complete information. ) 
it now! 








Burroughs Clearing House 





n praising SNORKE 


clusive patented Mosler-Duplex Snorkel Teller solves traffic problems outside and inside the bank 


Our peak day resulted in serving 371 cars making 451 deposits. would have been necessary had the customers had to park and 

in a recent Saturday morning following a holiday, we served 321 enter the bank.” 

ive-up customers making 40] deposits. This approaches two a Henry A. Barnes, Director 

minute in that three-hour period.” Traffic Engineering Section 

City and County of Denver, Colorado 

Neil N. Muzzy, Comptroller 
Union Trust Company 
St. Petersburg, Florida “We are doing a large business with the Snorkel Teller. Last 


Saturday between nine and twelve we served 76 cars.” 
Almost invariably our customers have mentioned the fact that : 
“ J. H. Yost, Cashier 


is new service will save them from twenty to thirty minutes Farmers and Merchants National Bank 
ch time they make a deposit.” Winchester, Virginia 


Leslie K. Curry, Vice President 
Mercantile—Commerce Bank and Trust Co, __“*The curb depositories definitely relieve the traffic flow in regard 
Saint Louis, Mo. . ; ake 

to double parking around the banks. There is no additional en- 


forcement problem. In fact, they relieve enforcement problems.” 


ese installations are just good business for the City. We sisal 
ded, in this instance, three parking spaces for 150 spaces that 2 oa. ee 


City of Boise, Idaho 





A PARTIAL LIST OF AMERICAN BANKS LOCATED COAST TO COAST NOW USING THE “SNORKEL” CURB TELLER 


Texas Bank and Trust Co. Dallas, Texas First National Bank Lubbock, Texas Florida Bank Orlando, Fla, 
Mercantile—Commerce Bank <i. Farmers and Merchants aang onl " First National Bank Beaumont, Texas 
American National Bank Portsmouth, Va. First National Bank & Trust Co. Macon, Ga. Fidelity Union Trust Co, Newark, N. J. 
Colorado State Bank Denver, Colorado American National Bank Beaumont, Texas 
Idaho First National Bank Boise, Idaho First National Bank St. Paul, Minn, 
Central National Bank & Trust Co. The American National Bank Granite Trust Company Sete, ae, 
Des Moines, lowa St. Paul, Minn, First National Bank Fort Smith, Ark. 
| a Wachovia Bank & Trust Sigh Point, N.C. The Liberty National Bank & p nee i First National Bank —-" 
aa ogee Franklin Trust Company Peterson, N. J. E] Paso National Bank El Paso, Texas Georgia Railroad Bank & Trust Co. 
am are |g Union Trust Company St. Petersburg, Fla. National Bank of Commerce Lincoln, Neb. Augusta, Ga, 
area, all First National Bank Albuquerque, N. M. National Bank of Commerce Seattle, Wash. Exchange National Bank Tampa, Florida 
nventiond 
he coupo 
iation. D 


First National Bank Orlando, Florida 
“Snorkel 











% Mosler Safe @“”’” 
Since 1848 


HAMILTON, OHIO 


The Mosler Safe Company, Dep’t. BC-11 
forld’s largest builders of Safes and vaults ei SER 
Mosler built the U.S. Gold Storage Vaults 
Ft. Knox and the famous bank: vaults that 


ood the Atomic Bomb at Hiroshima 


. . . . . ” 
Please send me, without obligation, further information on the Mosler-Duplex “Snorkel, 


NAME 





ADDRESS. 





CITY. 
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Chesney Martin told the American 
Bankers Association recently that the 
nation’s central bank is 39 years old 
“and the time has come, it seems to me, 
when we must re-evaluate, and rede- 
termine its worth and effectiveness.” 


o aa 4 


The Kearny Case 

The United States Supreme Court 
has refused to hear the appeal of the 
North Arlington National Bank, of 
New Jersey, to prohibit establishment 
of a branch by the Kearny (New 
Jersey) Federal Savings & Loan As- 


sociation across county lines. In effect, 
the court authorized the Home Loan 
Bank Board to establish outlets wher- 
ever needed. 

When Kearny Federal Savings & 


‘Loan decided to open a branch, Arling- 


ton National took the case to court. 
The United States Circuit Court in 
Philadelphia upheld Kearny’s decision 
last spring. 

The Circuit Court’s opinion was 
taken to the Supreme Court for a test. 
Joining in the appeal with the North 
Arlington Bank as “friends of the 
court” were the Attorney General of 
New Jersey, the New Jersey Bankers 








| WAS GOING TO TELL BILL HE HAD LOST THE ORDER 


When I walked into Bill's office to return his désigns, I had just about 
decided to give the business to his competitor. While we talked I did 
some looking around. Pretty soon we were shaking hands on the 
contract... and I felt I'd been smart to give the job to his company. 

Afterwards, I asked myself: what sold me? 

The facts and figures were right of course—but the competition's 
quotations were right too. I believe what really clinched the deal was 
the atmosphere of Bill's office—the air of competence and efficiency. 
It looked well organized—like a place where a job would be done well. 

“Y and E” equipment is both attractive and efficient. It helps you 
sell yourself ... get the order . . . and get things done. 

"Y and E” offices are designed for success. 
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Association and the National Associa- 
tion of Mutual Savings Banks. 

United States Attorney Genera! J. 
Howard McGrath appeared in an 
amicus curiae brief on behalf of the 
Home Loan Bank Board. 

A bill before the 81st Congress de- 
signed to restrict the location of Fed- 
eral savings and loan branches was not 
acted upon by members of the House 
Banking and Currency Committee be- 
cause of the established policy not to 
approve any measure which does not 
have the approval of the Federal Bu- 
reau affected. 

The Philadelphia Circuit Court 
ruled that since Congress did not act 
on the bill restricting branches, the 
Home Loan Bank Board’s authoricy 
was inherent. 


e > e 


Tax Bill Provisions 

President Truman signed H. R. 
4473, the Revenue Act of 1951, only 
hours before the first session of the 
82nd Congress adjourned until Janu- 
ary 8, 1952. 

The $5,691,000,000 tax bill, far short 
of Mr. Truman’s proposals for a $10,- 
700,000,000 revenue measure, includes 
provisions to tax mutual savings banks 
and savings and loan associations at 
corporation rates after payments have 
been made to depositors and after re- 
serves equal to 12 per cent of deposits 
have been established. 

Such organizations will not be sub- 
ject to excess profits tax, but the 
Treasury Department expects to re- 
ceive $18,000,000 in new revenues 
from these two sources. 

In addition, the 1951 Revenue Act 
provides that any profit realized by a 
taxpayer when he sells his home no 
longer will be counted as a taxable 
gain, provided he reinvests the profit 
in another personal dwelling within a 
year. 

The bill provides that where a tax- 
payer constructs a replacement resi- 
dence, he can claim this tax exemption 
if he occupies his new home within 
eighteen months after the sale of his 
original home. 

This relief provision is retroactive 
to January 1, 1951, and the estimated 
revenue loss is $112,000,000. 

Other important provisions of the 
bill: 

1. Investment income of life insur- 
ance companies: A stop-gap tax for- 
mula in effect in the last two years is 
replaced by a tax of 334 percent on the 
first $200,000 of such income and 6!% 
percent on amounts over that figure. 

2. Cooperatives: Regular corpora- 
tion tax rates are levied against undis- 
tributed, unallocated earnings of farm 
purchasing and marketing coopera- 
tives, now exempt from tax. 
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* | ic National Bank of Dall 
“ | Republic National Bank of Dallas 
10t 
su- Statement of Condition, October 10, 1951 
urt i RESOURCES 
i] Cash and Due from Banks. . . . . $148,026,152.98 
ie U. S. Government Securities. . . . . 76,022,793.15 
State, Municipal and Other Securities * * 6,586,777.00 
Stock in Federal Reserve Bank . . . . . 1,095,000.00 
Loans and Discounts . . . .. +. « -« 212,623,434.08 
. Real Estate — New Building and Equipment 4,032,584.99 
sie ’ Acceptances — Customers Account . e-* 2,811,753.43 
eg TOTAL 2. we ce ew $451,198,495.63 
ig 4 LIABILITIES 
_ Capital 8 e e e e e ° e s 18,000,000.00 
“re | Surplus . . . . . . « ~  18,500,000.00 
ave | i Undivided Profits . . . . . 4,076,633.66 40,576,633.66 
nd Han Reserve for Monthly Dividends 
= iy Payable During 1951 . . . 513,000.00 
sub- Reserve for Contingencies . . 3,930,111.25 
the nu Reserve for Taxes, Ete. . . . 2,634,819.93 
re- 
ie 1 Acceptances — Customers Account 2,811,753.43 
Deposits: 
gi : Individual. . . 266,107,641.97 
no ees « & 123,929,411.43 
ot U. S. Government 11,095,123.96  401,132,177.36 
ro is 
ina Nh TOTAL , . . « $451,198,495.63 
tax- BAHAR * * * 
resi- PNON INN 
‘tion el SASSO The assets of the Republic National Company, with capital stock of $3,000,000, 
thi : PAIN ate are not included in above statement. The Company owns controlling stock in 
: m nN Thy the following banks located in Greater Dallas, all affiliated with the Republic 
: his ‘ eh National Bank: 
tive nh Farr Park NATIONAL BANK LAKEWOOD STATE BANK 
ted . Ht GREENVILLE AVENUE STATE BANK NATIONAL City BANK 
1 HicHLanp Park State BANK Oak Curr Bank & Trust Co. 
| Oak Lawn Nationat BANK 
the 
Deposits of the Republic National Bank and 
isur- Affiliated Banks aggregate $499,702,133.03 
for- 
rs is j 
nthe § 
| 615 
yure. 
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WHEN 
YOU 
THINK OF 
PITTSBURGH 





AND MODERN 
TRANSPORTATION 





Pittsburgh’s transportation system is 
a dynamic symbol of its industrial 
and commercial growth! 


Five Class 1 railroads have carried 
170 million tons in a single year. 
Several hundred motor freight com- 
panies serve Pittsburgh . . . connect 
every city in the nation over a vast 
network of highways. And more than 
$175,000,000 have been invested in 
new highways and bridges... . 
$20,000,000 in the new Greater 
Pittsburgh Airport—which will be 
larger than New York’s La Guardia 
and Washington, D.C.’s National 


Airports combined. 


Pittsburgh’s transportation system 
is vast .. . and so is the number of 
business opportunities here. An inti- 
mate knowledge of local conditions 
makes Peoples First National ideal for 
handling your correspondent bank- 
ing requirements. We welcome the 
privilege of serving you. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
P. O. Box 506, Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corporation 








The Revenue Act of 1951 was the 
third in slightly more than 13 months 
after Korea. Altogether, the Treasury 
is enriched by more than $16,000,000,- 
000 in additional revenues. 

In a statement accompanying the 
announcement that the President had 
signed the tax bill, Mr. Truman re- 
vealed that he will ask the second 


| session of the 82nd Congress to ex- 


amine the tax laws. 


“This legislation will not raise 


| enough revenue to enable us to keep on 


paying as we go for our defense in this 
emergency period; this is a serious de- 
parture from the standards of sound 
government finance,” he complained. 

“Furthermore, this legislation does 
little to close the loopholes in present 
tax laws, and in some respects provides 
additional means by which wealthy 
individuals can escape paying their 
proper share of the national tax load 
through such devices as excessively 
liberal ‘capital gains’ provisions, fam- 
ily partnerships, and excessive deple- 
tion allowances on oil and gas and cer- 
tain mineral properties.” 

Significantly the President did not 
mention that he will ask the next Con- 
gress for additional revenues. He ap- 
parently is heeding the warning of 
Senate Finance Chairman Walter F. 
George (D., Ga.) that this is the last 
tax bill that he is willing to consider 
unless there is war. 

House defeat of the first conference 


| report, before final passage, apparent- 


ly has impressed the President. It was 
the first time in modern history that 
the House has turned down a confer- 
ence report after its own conferees 


| worked out a formula with the Senate. 
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Treasury Problem 

A mounting deficit for fiscal 1952 to- 
gether with failure of Congress to ap- 
prove a full $10,700,000,000 tax bill 
has complicated the financing problems 
of the Treasury. 

Authorities here estimate that the 
1952 fiscal year deficit will be in the 
neighborhood of $5,000,000,000 to 
$7,000,000,000. The new revenue meas- 
ure is expected to provide the Treasury 
with slightly more than $2,500,000,000 
between now and June 30. 

In anticipation of this situation, 
Secretary of the Treasury John W. 
Snyder recently offered $2,250,000,000 
in new tax-anticipation bills maturing 
March 15, 1952, and June 15, 1952. 

The new bills were different from 
those used to obtain new money in the 
Second World War. The first issue of 
the new bills was offered at a discount 
and the Treasury announced that they 


| may be turned in on tax payments, or 


redeemed for cash at maturity at face 
value without interest. 


The old tax bills were never offered 
on a bid basis. The new bills may be 
used by banks which are qualified de- 
positaries to make payment for them 
through their Treasury tax and loan 
accounts either for their own accounts 
or for the accounts of their customers. 

The first issue of $1,250,948,000 
was heavily over-subscribed, a total 
of $3,302,398,000 being subscribed for 
by banks and corporations. 

To illustrate the enormity of the 
Treasury’s financing program a total 
of $27,488,000,000 in maturing obliga- 
tions will have to be refinanced or paid 
off between now and the end of the 
fiscal year 1952. 

Although it is too early to predict 
what the Treasury will do in the com- 
ing months, the tax anticipation bills, 
together with the 91-day bills, will be 
continued to provide new money. 

The maturing 91-day bills will be 
rolled over, but the big decision is 
what to do with about $19,000,000,000 
of maturing 2 per cent bonds due 
March 15, 1952. 

The best opinion here is that they 
will be “passed over”; that is, they will 
not be paid off. This indicates that an- 
other issue may be offered in exchange 
for them. 

That is as far as anyone is willing 
to go on the complicated financing 
problems which the Treasury faces in 
the next eight months. 
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Federal Property Tax 

Legislation will be considered at the 
next session of Congress to tax federal 
property for the benefit of state and 
local governments. 

Senator Hubert H. Humphrey (D., 
Minn.) introduced a bill in the closing 
days of the first session of the 82nd 
Congress on behalf of the Federal 
Bureau of the Budget. 

If enacted, the bill would authorize 
five types of payments to state and 
local governments, as follows: 

1. Regular ad valorem taxes on prop- 
erties owned by the Federal Govern- 
ment but leased to private users or sold 
to them under conditions sales con- 
tracts. 

2. Annual payments determined by 
each Federal property-owning agency 
on the basis of an application from the 
affected state and local government 
and in conformity with government- 
wide standards and procedures for 
properties in each class. 

3. Transition payments on a declin- 
ing basis over a 10-year period. 

4. Special payments in unusual situ- 
ations where a taxing jurisdiction can 
demonstrate that federal activities are 
imposing a local hardship for which no 
other aid is available from the federal 
government. 
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5. Special assessment for local im- 
provements, substantially the same as 
for private property. 


° e e 


Bond Drive a Success 


More than $500,000,000 of Series E, 
F and G bonds were sold during the 
latest drive to expand the payroll sav- 
ings plan. Treasury Department offi- 
cials, who are emphasizing the role 
which savings bond investors can un- 
dertake in financing the defense pro- 
gram, were satisfied with the results. 

When Secretary of the Treasury 
John W. Snyder launched the drive last 
September, he announced that there 
will not be a quota, as was the custom 
in previous drives. 

Despite reports of increased liquida- 
tion of savings bonds, the Treasury 
discloses that from January to Septem- 
ber, 1951, the dollar value of Series E 
bond sales rose 17 per cent. 

There was a decline in the number 
of bonds sold, but this was predomi- 
nant in the $500 and $1,000 denomina- 
tions. Despite this decline the amount 
of savings bonds outstanding on Sep- 
tember 30, 1951 totaled $34,566,000,- 
000, a new high. 

Another factor indicating the con- 
tinued confidence in savings bonds is 
the fact that the May 1, 1951 maturity 
totaling $517,000,000 was not fully 
liquidated. Holders of only $133,000,- 
000 of savings bonds availed them- 
selves of the redemption privilege, the 
balance electing to continue to hold 
their bonds. 
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VCR Meeting 

Federal Reserve Board Chairman 
William McChesney Martin expressed 
satisfaction with the work of the Na- 
tional Voluntary Credit Restraint com- 
mittee following a two-day session 
here of more than 50 key regional and 
national members of the committee or- 
ganized under the Defense Production 
Act of 1951. 

Governor Oliver S. Powell, national 
chairman, cited statistics showing that 
business loan expansion during the 
third quarter this year had been less 
than half of the increase registered 
during the same period in 1950. Some 
increase from June to September, he 
pointed out, was to be expected from 
purely seasonal factors. 

The officials who conferred with the 
Federal Reserve authorities discussed 
the progress of the program as an 
anti-inflationary control measure and 
some of the current problems in con- 
nection with its administration. 

This was the first meeting since 
April to which all of the regional 
chairmen of various industry groups 
represented on the national committee 
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were invited to attend. 

Among the subjects discussed dur- 
ing the two-day session was the rela- 
tionship of the Voluntary Credit Re- 
straint Program to possible “leaks in 
the dyke” through credit granted un- 
der government programs in fields 
where private financing institutions 
are attempting to restrain unnecessary 
credit expansion. 

The group also discussed the reloca- 
tion of industries from defense to non- 
defense areas, the consideration to be 
given to the granting of a National 
Production Authority permit where 
the use of material allotment subse- 


quently involved the use of credit. 

There was a clarification of the spe- 
cific application of the statement of 
principles and the various bulletins 
issued in recent months by the na- 
tional committee, in the fields of loans 
to finance companies, loans on oil and 
gas properties, smaller municipal is- 
sues and residential real estate loans. 

In the field of mortgage credit, the 
relationship of mortgage bankers to 
the VCR was discussed, and it was de- 
cided that greater effort should be 
made to keep this group informed on 
the application of the program to their 
operations. 








For SPEED, SAFETY 
in canceling checks 


Thousands of banks use the fa-) 
mous foolproof CUMMINS 300 
Electric Perforator to avoid the 
contingent liability that increases 
daily with the use of non-perma- 


nent and unsafe ink cancela- . 


tions. CUMMINS 300 permits 
each bookkeeper to cancel 
checks immediately after post- 
ing. No skipped checks. No faint 
cancelations. It's all done in sec- 
onds ... faster... safer than any # 
other method. 








CUMMINS 250 ENDORSER | 


CUMMINS 250 Endorser automat->) 
ically prints dated endorsements 
on checks of mixed sizes up to 160 


per minute. All checks stacked in bs 


sequence. Requires no special ex- 
perience—anyone can operate it. 
Portable: easily moved from one 
listing machine to another. J 
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THE GREAT HOPE HOAX 


It was just before closing time when a uniformed 
stalwart called at the bank. Pledging the cashier 
to secrecy, he reported that Police Headquarters 
had received a “tip-off”? on an attempt to rob the 
bank that night. 

Noting the cashier’s alarm, the caller quickly 
reassured him. A detail, consisting of himself and 
three companions, had been assigned to stand 
guard with the bank’s two regular watchmen. 

Relieved, the cashier briefed the watchmen and 
left for home. The vigil started, and about 8 
o’clock one of the watchmen offered to fetch a 
bucket of beer. 

He had no sooner left than the “‘officers’” showed 
their true colors. Swiftly overpowering the remain- 
ing watchman, they bound, gagged and tumbled 
him into a dark corner where his beer-bearing 
associate soon joined him with a badly bruised 
skull. 

A window was opened and a signal flashed. A 
confederate lurking nearby passed in a kit of bur- 
glar’s tools, and “Old Man Hope’s” gang of 
pseudo-police cracked open the vault — then 
faded into the night with $75,000 worth of cash 
and bonds. 
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A masquerade like this probably would fail today, 
yet the warped minds of clever criminals still find 
ways to circumvent modern protective methods. Only 
well-organized and adequate insurance provides truly 
Sure protection. 

Your ‘tna representative is eminently well. 
qualified to assist you in planning such protection. 
Using the pioneer 4tna Plan of Risk and Insur- 
ance Analysis, he can determine accurately the 
hazards to which your bank is exposed, fit policies 
exactly to your needs, and set up a continuing con- 
trol system to keep your program always up to date. 

In most cases, this 4Etna Plan service substan- 
tially improves a bank’s protection not only against 
burglary and robbery but also against embezzlement, 
liability, fire and many other risks. Why not inves- 
tigate its advantages today? 


FIRE AND MARINE 


AETNA CasuaLty AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY 
Etna Life Insurance Company Automobile Insurance Company 
Etna Casualty and Surety Company @ Standard Fire Insurance Company 
Hartford 15 Connecticut 
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THE PERSONALITY SPOTLIGHT 








When the National Association of 
Bank Auditors and Comptrollers 
elected a president at New Orleans late 
last month, it got as its new head not 
only one of the country’s outstanding 





CLARENCE H. LICHTFELDT 


Launches war on fraud 


comptrollers but also one of the most 
enthusiastic apple-growers. Clarence H. 
Lichtfeldt is comptroller of the First 
Wisconsin National Bank of Milwau- 
kee, but his off hours are devoted 
largely to spraying, pruning, and other- 
wise tending a 250-tree orchard at his 
home overlooking Lake Michigan from 
a high bluff at suburban Mequon, Wis- 
consin. After his efforts have produced 
a bumper apple crop, Mr. Lichtfeldt 
faces a disposal problem. With tender 
regard for his amateur standing, he re- 
frains from selling his apples, instead 
trucks them all around the Milwaukee 
district to keep the doctor away from 
his friends. 

Mr. Litchtfeldt spent what he now 
considers were all too many years in 
other lines of business before he dis- 
covered that banking was what he had 
really wanted all the time. After 
graduation from the University of Wis- 
consin in 1917 with a degree in com- 
merce and accounting, he joined the 
World War I field artillery and was 
discharged in 1919 as a second lieuten- 
ant. He started out right away as an 
internal revenue agent in Washington 
where the income tax division was 
being set up, and two years later moved 
to a corresponding job as a tax auditor 
in the Wisconsin state income tax 
division at Madison. He became chief 
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of this division in 1925 before he passed 
30 years of age, and held this office 
until 1930. During this interval he 
passed the Wisconsin examinations and 
became a certified public accountant. 

He edged into his first banking job 
on the strength of his tax experience, 
becoming head of the tax department 
for Wisconsin Bankshares Corpora- 
tion, Milwaukee. Early in 1935 he trans- 
ferred over to the First Wisconsin Na- 
tional, largest unit in the Bankshares 
group, as comptroller. 

As soon as he joined the First Wis- 
consin National Bank, he also joined 
NABAC and buckled down to work. 
He served as chairman of the research 
committee, and four years ago as treas- 
urer stepped on the first rung of the 
ladder that leads to the presidency. He 
is most widely known as long-term 
chairman of NABAC’s bank cost com- 
mittee. After six years of intensive 
work, this committee completed the 
bank cost manual this year. It is uni- 
versally recognized as a new high mark 
in cost determination and administra- 
tion, and has met with an enthusiastic 
reception from specialists in this field 
of banking. 

With the new president’s long and 
distinguished background in the field 
of bank operations with particular at- 
tention to costs, his administration of 
NABAC during the forthcoming year 
might naturally have beens expected to 
emphasize this aspect. Instead, Mr. 
Lichtfeldt gave the association mem- 
bers a surprise in his first presidential 
speech. 

He served notice on all that the year 
1951-52 would see NABAC urging closer 
internal control and audit techniques 
throughout American banking. Taking 
as his text the recent wave of major 
embezzlements, he urged good account- 
ing, controls, accruals, and internal 
auditing as absolute essentials, not 
frills, of banking. 

Mr. Lichtfeldt expects to be preach- 
ing the gospel of all-out war on bank 
fraud throughout his year as president 
of NABAC, 
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Charles J. Machleid, president, Pen- 
insula National Bank of Cedarhurst, 
Long Island, is being praised for his 
simple but logical idea for increasing 
the supply of scarce pennies, thus sav- 
ing copper for defense needs. 

When one of the newspapers in the 
area launched a penny conservation 
campaign, Mr. Machleid ventured the 
suggestion that Cedarhurst could start 


collecting the coins from its parking 
meters at least twice a week, instead 
of at longer intervals. This is now being 
done, and it is helping to ease the local 
shortage. 


e 


An important addition to the man- 
agement of Central Trust Company, 
Cincinnati, is a former vice-president 
of New York Trust Company, Fletcher 
E. Nyce, who has been elected execu- 
tive vice-president and a director of 
the Ohio institution. 

This office was previously held by 
Thomas M. Conroy, who has been 
named senior vice president and vice- 
chairman of the executive committee. 

As vice-president in the commercial 
banking division of New York Trust 
Company, Mr. Nyce has served many 
of the institution’s public utility, rail- 
road, steel and oil customers. 


e 


The newly installed president of 
Robert Morris Associates is a veteran 
member of this 
group that has 
done so much to 
improve’ bank 
credit standards 
and practices. 

He is B. F. 
Barnett, presi- 
dent, Commer- 
cial National 
Bank, Shreve- 
port, Louisiana, 
who took over 
the Associates 
helm last month 
at the fall con- 
ference in New 
York. Mr. Bar- 
nett joined the 
organization in 
1925 and has previously served twice 
as a national director, one term as 
president of the Missouri Valley chap- 
ter, and as second and first vice-presi- 





B. F. BARNETT 


New Robert Morris v.p.’s 
E. L. WORSTALL T. W. JOHNSON 


























dents during the past two years. 

His two main assistants in running 
Associates activities this coming year 
are E. Lawrence Worstall, vice-presi- 
dent, The Philadelphia National Bank, 
as first vice-president, and T. W. John- 
son, vice-president, Security-First Na- 
tional Bank, Los Angeles, as second 
vice-president. 

Lawrence T. Knier, secretary-treas- 
urer, has been elected executive man- 
ager and secretary-treasurer. 

Membership of Robert Morris As- 
sociates now consists of 696 leading 
banks, 2,000 individuals and 21 chap- 


ters throughout the United States, 
Canada, Alaska and Hawaii. 
* 
After more than twenty years of 


service to the institution, Kenneth W. 
Watters has resigned as chairman of 
the board of the First National Trust 
and Savings Bank, Santa Barbara, 
California, and has been succeeded in 
this position by Charles W. Hague, a 
vice-president since 1941. 

Among other promotions, J. R. 
Kieding has been named trust officer 
and M. G. Cameron is now assistant 
trust officer. 


* 


The New York Trust Company has 
announced the following promotions 











W. W. CREHORE, H. F. CALLAWAY 
Jr. 











W. R. CROSS, Jr. A. S. OLMSTEAD, 


ot. 


New York Trust promotes 


and appointments in the banking divi- 
sion: 

Holt F. Callaway, William W. 
Crehore, Jr., William R. Cross, Jr., and 
Alfred S. Olmstead, Jr., assistant vice- 
presidents, have been advanced to vice- 
presidents. 

Robert L. Ireland, III, and Robert F. 
Loree, Jr., assistant treasurers, have 








been promoted to assistant vice-presi- 
dents. 
Francis X. Lavery has been named 
treasurer. 
« 


Just about a year ago Albert H. 
Quay was named president of the First 
National Bank of Minneapolis, to suc- 
ceed Henry Atwood who had died 
from a heart ailment. Now Mr. Quay 
has succumbed, reportedly from the 
same cause, a few days after passing his 
first year in the presidency. He was 56 
years old. 

° 


From chairman of the board, W. T. 
Price has become president of the 
Coconut Grove Exchange Bank, Miami, 
Florida. He succeeds the late Julian §. 
Eaton. Together they had formed the 
reorganized institution in 1930, after 
having taken over two _ predecessor 
banks. 

* 


John A. Mayer, president of the Re- 
liance Life Insurance Company of 
Pittsburgh since June, 1949, has been 
elected a vice-president of the Mellon 
National Bank and Trust Company. 
Mr. Mayer resigned from Reliance after 
completion of the largest stock purchase 
transaction in the history of the life 
insurance industry. Through this trans- 
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action, the controlling interest of Re- 
liance Life passed to The Lincoln Na- 
tional Life Insurance Company of Fort 
Wayne, Indiana. 

Prior to being elected to the presi- 
dency of Reliance Life, Mr. Mayer was 
associated with the Penn Mutual Life 
Insurance Company of Philadelphia. 
He will continue as a director of the 
Reliance organization. 


* 


William A. Borders, a vice-president 
of Mercantile Trust Company in St. 
Louis, is slated to become president of 
the St. Louis County National Bank at 
Clayton, Missouri, on November 15. 
He will succeed John F. Lilly, now 
chairman of the board, who continues 
as chief executive officer. 


+ 


Six junior officers of the Houston 
(Texas) National Bank, all of whom 
began their careers 25 years ago as 
runners for the bank, have been pro- 
moted to new executive positions. 

R. T. Manicom, assistant vice-presi- 
dent and comptroller, and J. A. Harder, 
assistant vice-president, have been 
made vice-presidents. 

Advanced to assistant vice-presidents 
are R. R. Cade, W. H. Caywood, Glenn 
T. Bundick and O. W. Harigel, for- 


merly assistant cashiers. 


Meanwhile, Ernest H. Fontaine has 
transferred his banking activities from 
Detroit to Houston, having joined the 
Houston National as a vice-president. 


4 


Charles Z. Meyer, comptroller of The 
First National Bank of Chicago, was 
elected president of 
the Controllers In- 
stitute at the or- 
ganization’s 20th 
annual meeting, 
held September 30 
to October 1 in the 
Waldorf - Astoria, 
New York. Owen 
T. Jones, vice-presi- 
dent of the Ameri- 
can Trust Company, 
San Francisco, was 
chosen a regional vice-president, and 
Emmett J. House, vice-president of the 
Union Planters National Bank and 
Trust Company, Memphis, Tennessee, 
was named a director. 





Cc. Z. MEYER 


° 


Security-First National Bank of Los 
Angeles has named Coleman Corey as 
vice-president and principal officer of 
the newly acquired Ventura Branch. 
Mr. Corey has been executive vice- 
president of the Union National Bank 


of Ventura since its inception and re- 
tained leadership of the bank when its 
sale to Security recently became final 

George W. Herman has been elected 
as assistant trust officer and assistant 
secretary of Security-First. 


* 
Clement A. Bramley Jr. has been ap- 
pointed a vice-president of The Chase 


National Bank and 
will have charge of 





the administration 
of its New York 
branches. 


He served as an 
officer of the bank’s 
Rockefeller Center 
branch from 1941 
until 1947. Since 
then he has been 
engaged in adminis- 
trative work at the 
head office as a second vice president. 
In 1947 Mr. Bramley completed the 
Graduate School of Banking course at 
Rutgers University and in 1948 at- 
tended the Advanced Management 
course at the Harvard School of Busi- 
ness Administration, 











C. A. BRAMLEY, Jr. 


*. 
A would-be engineer who literally 
‘swept his way” into the banking busi- 
ness recently was feted by top officers 
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of the First Wisconsin National Bank 
for his half-century in Milwaukee bank- 


ing. He is Chester D. (Chet) Raney, 
vice-president, who specializes in paper 
mill financing. Fifty years ago he 
started in by pushing a broom, and 
running errands, at $20 a month. This 
was only to be temporary, until he had 
saved enough to study civil engineer- 
ing, but instead he rose through the 
banking ranks over the years. Today he 
looks and feels far younger than his 69 
years, and has not thought of retiring. 


° 


Assistant Cashier Harold Seeley and 
Miss Betty Simonton, bookkeeper, the 
entire active staff of the Purdum (Ne- 
braska) State Bank, have the unusual 
distinction of constituting exactly one- 
tenth of the population of the whole 
community. For Purdum numbers nine 
adults and eleven children, being the 
smallest village in the state to have a 
bank, 

Such minuscule figures can be mis- 
leading, however, for the Purdum State 
Bank has more than $1,000,000 in de- 
posits, 791 depositors, and some 
$390,000 in loans. For one thing, it is 
Blaine County’s bank. 


only For 
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Active staff of $1 million bank 
in a town of 20 people 
another, cattle sales throughout the 
area have swelled the bank’s coffers to 

a record all-time high. 

So, the bank’s two-man staff has little 
time to waste. Mr. Seeley fits his sched- 
ule to meet the customers’ needs and 
often stays open until near midnight 
and on Sunday, remarking: “If I closed 
shop like some banks we_ simply 
wouldn’t do any business.” However, 
since Purdum is quite isolated with 
only one road outlet the bank does 
approximately 75 per cent of its busi- 
ness by mail. It has accounts from 


Florida to California, and even one 
irom Tokyo. 
The isolated location has one ad- 


The bank has never had a 
hold-up, and Mr. Seeley humorously 
explains: “There’s only one way out 


vantage. 
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ayaibog 


I, the Province of 


Bihar, India, 200,000 acres of un- 
developed land at Hazaribagh are 
reclaimed by modern earthmoving 
methods for future farming. Eroded 
gullies, 2 to 8 feet deep are being 
filled in, terraces built, and ground 
leveled for rice fields, which will be 
covered by 6 to 12 inches of water. 


To get the land into production in 
the shortest possible time, the Damo- 
dar Valley Corporation, of Calcutta, 
is handling most of the earthmoving 
with a fleet of 12 LeTourneau. rub- 
ber-tired D Tournapulls. These 122 
h.p. Tournapulls, with their 7-yard 
capacity Carryall Scrapers load them- 
selves in the dry, sunbaked clay. 
Material is so hard, it has to be 
broken up with a Rooter. Loading, 
hauling and spreading in continuous 
cycles, the one-man-operated Tour- 
napulls set a fast earthmoving pace 


tEeTOURNEAL 


| high-speed Tournapulls 
| change WASTE LANDS 


zo RICE FIELDS 


LeTourneay rubber-tired earthmovers 
are speeding reclamation of 
200,000 acres, to provide new 
rice fields for farmers of Bihar, India, 





in spite of desert temperatures which 
frequently soar to 130° F. Local op- 
erators found Tournapull’s finger- 
tip electric controls easy to handle 
— learned to operate the high-speed 
units efficiently within a few hours. 


To reach the isolated location, 
Damodar Valley Corporation’s 12 
Tournapulls drove 30 miles across 
desert from the nearest rail line at 
Kadarma, a short, quick trip with 
the “D’s” 28 m.p.h. travel speeds. 


LeTourneau earthmovers on rubber 
have proved ability to move dirt at 
lowest - net - cost - per - yard the world 
around. Their rubber-tired mobility 
and high-speed are very important 
factors in completing jobs .. . with 
a profit . . . on or ahead of sched- 
ule, and assuring the prompt repay- 
ment of financing. Modern equip- 
ment is an important factor behind 
every business loan. 


{| xc. LeTOURNEAU, inc. 


EQUIPMENT 


J Peoria, Ilinois 


Ournacull Rooter Carryall Trad 
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of town and ne place to hide.” 

President of the bank is J. F. Moody 
of Purdum, and his wife is the inactive 
cashier. 


+ 


Mrs. Nancye B. Staub, assistant sec- 
retary and assistant trust officer of The 
Morristown Trust Company, Morris- 
town, New Jersey, and_ nationally 
known woman banker, was elected 
president of the Association of Bank 
Women at its 29th annual convention 
meeting in Chicago. She is the first 
New Jersey member to hold this office. 

Mrs. Staub has been with The Morris- 
town Trust Company for the past six 
years engaged in es- 
tate planning, of 
which she is an au- 
thority and one of 
the few women in 
this field. Previous- 
ly she had devoted 
twenty vears’ to 
commercial and 
trust banking, ten 
of which she held 
an official position. 

During the past 
several vears she has been in demand as 
a speaker for women’s financial forums 
which are being sponsored by banks 
throughout the country for the general 
public. 

Other 





N. B. STAUB 


national A. B. W. officers 





elected are: vice president, Miss Cath- 
erine B. Cleary, trust officer, First Wis- 
consin Trust Company, Milwaukee, 
Wisconsin; recording secretary, Miss 
Alice I. Damseaux, assistant vice- 
president, Dollar Savings Bank, New 
York, New York; corresponding sec- 
retary, Miss Adele Jampol, secretary, 
New Rochelle Trust Company, New 
Rochelle, New York; and treasurer, 
Miss Paula Bruhn, auditor, Marine Na- 
tional Exchange Bank, Milwaukee, 
Wisconsin, 

The Association of Bank Women, 
composed of women bank officials, has 
had a steady growth and now has a 
membership of over 1,300. 


e 


At Mercantile Trust Company in 
St. Louis, W. O. Crawford has been 
named a vice-president and will be in 
charge of the banks and banker’s divi- 
sion. 


e 


Robert L. Gordon, Jr., has been 
elected vice-president and trust officer 
of the First and Merchants National 
Bank, Richmond, Virginia. 

He became connected with the bank 
in 1929 and was elected assistant trust 
officer in January, 1939. In January, 
1949, he was promoted to the position 
of trust officer and he has particularly 


specialized in the field of estate plan- 
ning. 


e 


Joseph K. Heyman has joined the 
Trust Company of Georgia in Atlanta 
and will direct 
its new economic 
and investment 
analysis depart- 
ment. Such activi- 
ties, which are 
being expanded, 
formerly were an 
important adjunct 
to the trust depart- 
ment. 

For 12 years Mr. 
Heyman served as 
analyst and business forecaster with 
the Tri-Continental Corporation, New 
York City investment firm. Since 1945, 
after an interval of service with the 
War Production Board, he has oper- 
ated his own business consulting firm 
in Atlanta, and for several years has 
served Trust Company of Georgia as 
economic adviser. 


J.K. HEYMAN 


* 


Union Trust Company of Maryland, 
Baltimore, has announced several pro- 
motions. Elliott T. Cooper and Brooks 
B. O’Neill, both formerly assistant vice- 
presidents, have been elected vice-presi- 
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The posting can be no faster than the speed with which 
the records are fed into the machine. 


@ Machine Posting Equipment meets the demand of 
modern business for speed and ease of handling records. 





active records, 


CHICAGO 24, 
KANSAS CITY 


Conservatively, 65% of the machine operator’s time is 
spent in locating and handling the records, while only 
35% is posting time on the machine. 


THE COMPLETE UNIT 


Current and semi-active accounts com- 
bined in the same unit save time and 
space. The posting tray houses the 
the transfer drawer 
below houses semi-active records. It’s 
a timesaver for the machine operator 
or ‘‘stuffing’’ clerk to have all records within arm’s 
reach. No additional space required for separate 
filing of semi-active records. 
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WILSON JONES CO., Chicago 24, Ill. 
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DIRECTORS 


EDWIN J. BEINECKE 
Chairman, The Sperry & 
Hutchinson Co. 


EDGAR S. BLOOM 
Chairman, New York and Cuba 
Mail Steamship Company 


ALVIN G. BRUSH 
Chairman, American Home 
Products Corporation 


CHARLES C. CLOUGH 
Administrative Vice-President 


LOU R. CRANDALL 
President, George A. 
Fuller Company 


CHARLES A. DANA 
Chairman, 
Dana Corporation 


HORACE C. FLANIGAN 
President 


JOHN M. FRANKLIN 
President, United States 
Lines Company 


JOHN GEMMELL, JR. 
Clyde Estate 


PAOLINO GERLI 
President, 


Gerli & Co., Inc. 


FREDERICK GRETSCH 
Chairman, Lincoln 
Savings Bank of Brooklyn 


JOHN L. JOHNSTON 
Director, Lambert Company 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 


HARRY C. KILPATRICK 
Senior Vice-President 


KENNETH F. MacLELLAN 
President, United Biscuit 
Company of America 


JOHN T. MADDEN 
President, Emigrant 
Industrial Savings Bank 


JOHN P. MAGUIRE 
President, John P. 
Maguire & Co., Inc. 


GEORGE V. McLAUGHLIN 
Chairman, Executive 
Committee 


Cc. R. PALMER 
Director, Cluett 
Peabody & Co., Inc. 


GEORGE J. PATTERSON 
President, Scranton & 
Lehigh Coal Co. 


WILLIAM G. RABE 


Chairman, Trust Committee 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
President, Home Insurance Co. 


L. A. VAN BOMEL 
President, National Dairy 
Products Corporation 


HENRY C. VON ELM 
Honorary Chairman 


MANUFACTURERS 
TRUST COMPANY 
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RESOURCES 


Cash and Due from Banks. . . . $ 749,756,957.08 
U. S. Government Securities . . . 870,872,901.31 
U. S. Government Insured F. H. A. 
ee ea 71,395,674.02 
State, Municipal and Public Securities 





57,980,029.34 
Stock of Federal Reserve Bank. . . 3,595,050.00 
Other Securities . . ....-. 24,986,920.96 
Loans, Bills Purchased and Bankers’ 

Regs ee 805,497,276.77 
ee 15,444,256.25 
Banking Houses . .. 2. 6 « « 16,006,843.85 | 
Other Real Estate Equities . . . . 256,818.40 
Customers’ Liability for Acceptances 8,624,431.73 
Accrued Interest and Other Resources 5,523,738.54 

$2,629,040,898.25 


LIABILITIES 


Capital. . . . ~ $50,390,000.00 
Surplus .. . . 69,444,000.00 
Undivided Profits . 37,533,935.23 $ 157,367,935.23 


Reserves for Taxes, 





Unearned Discount, Interest, etc. . 17,297,014.43 
Dividend Payable October 15,1951 . 1,511,700.00 
Outstanding Acceptances . .. . 9,159,819.60 
Liability as Endorser on Acceptances 

and Foreign Bills . . . ... 6,638,070.41 
Cash held as Collateral or in Escrow . 13,529,784.56 


Deposits . . 2. « 2 « © « «© « 2,424,436,574.02 
$2,629,940,898.25 





United States Government and other Securities carried at $119,190,910.62 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


MORE THAN 100 OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 


= 




















November, 1951 


DEFENSE IS YOUR JOB TOO—BUY U. S. DEFENSE BONDS 
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dents; R. Austin Tydings and G. 
Stewart Webb, who formerly held the 
office of assistant secretary-assistant 
treasurer, are now assistant vice-presi- 
dents. C. Raymond Frey, manager of 
the South Street office, has been named 
assistant secretary-assistant treasurer. 


e 


Irving Trust Company in New York 
City has announced the appointment 
of Edward C. Weil as an assistant vice- 
president in charge of the domestic 
credit department. 

A certified public accountant, Mr. 
Weil was formerly associated with Peat 


Marwick Mitchell & Company as su- 
pervising accountant and has also 
served as financial officer of industrial 
firms. 

7 


New president of the Hidalgo County 
Bank & Trust Co., Mercedes, Texas, is 
Floyd Langford, formerly vice-presi- 
dent. 

+. 


The promotions of Lloyd R. Bechtel 
from assistant vice-president to vice- 
president and Vaughn R. Jackson from 
assistant treasurer to assistant vice- 
president have been announced by The 
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It Will Pay You To Use Balanced 
90 Percent Rag Content Paper 


Guardian Bond and Ledger papers are balanced 


for better printing and typewriting by the correct 


pop test, tear and folding endurance for their 


fiber content. The increasing sale of our balanced 


papers shows that they give better “Service in 


Use,” which is the motto on the walls of our 


Crocker-McElwain mill. 


Return our coupon for a copy of the new 


Sample Book of Balanced Guardian Bond and 


Ledger paper. 


Crocker-McElwain Company 
Holyoke, Massachusetts 


Clip this coupon to your letterhead and mail today 


Crocker-McElwain Co., Holyoke, Mass. 


(B) 


Please send us a free copy of your 
Balanced Guardian Bond and Ledger Sample Book. 
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Pennsylvania Company for Banking & 
Trusts, Philadelphia. 
7 


Glenn C. Taylor, senior Vice-presi- 
dent and director of Valley National 
Bank, Phoenix, has 
retired as an active 
officer although he 
retains his contact 
with the bank in an 
advisory capacity. 

Besides’ health 
considerations, Mr. 
Taylor asked to be 
relieved of his 
heavy responsibili- 
ties in order to de- 
vote time to the 
newly organized First State Bank of 
Arizona at Mesa, of which he is presi- 
dent, and to the Bank of Flagstaff, of 
which he is a director. He also has 
many other business and civic interests. 

Vice-president and cashier of the 
new Mesa bank is Kenneth M. Hall, 
former president 
and managing off- 
cer of the First Na- 
tional Bank in 
Loveland, Colorado. 
For 10 years Mr. 
Hall was assistant 
chief of the Land 
Tenure Division of 
the Farm Home 
Administration in 
Washington, D.C. 


Sd 











G.C. TAYLOR 














K. M. HALL 


Succeeding Glenn C. Taylor as head 
of the loaning division of Valley Na- 
tional Bank in 
Phoenix is Vice- 
President Leslie A. 
Wood, who will also 
continue to have 
supervision over the 
credit department. 
Mr. Wood came to 
the bank last year 
from Harris Trust 
and Savings Bank 
of Chicago, where 
he was a vice-presi- 
dent. He had served in important 
capacities in the loaning and securities 
divisions of that bank. Named a di- 
rector to fill the unexpired term of Mr. 
Taylor is Raymond Rubicam, well- 
known advertising executive. 

Valley National announces the addi- 
tion of S. E. Hale as a trust officer in 
the trust depart- 
ment, and the ap- 
pointment of W. J. 





4 


L. A. WOOD 





Bury as assistant 
trust officer. Mr. 
Hale is a former 


vice-president and 
trust officer of the 
Security Trust 
Company of Miami, 
Florida, while Mr. 











S. E. HALE 
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RESOURCES 
Cash on Hand and Due from Other Banks . $ 391,860,038.58 
f United States Government Securities . . . 699,912,135.50 
% Other Gecwmmles . 2. tw tt lhl hlU hl 109,816,633.27 
f Loans: 
Loans and Discounts . ... . . . $ 294,388,387.66 
% Real Estate Mortgages ...... 65,893,834.48 360,282,222.14 
1, Accrued Income and Other Resources . . . 5,801,722.65 
it Branch Buildings and Leasehold Improvements 2,589,419.06 
ni Customers’ Liability on Acceptances and 
n Letters of Credit ae a ae 4,482,910.40 
O. $1,574,745,081.60 
¢. 
o LIABILITIES 
id Deposits: 
” Commercial, Bank and Savings. . . . $1,300,194,758.68 
- United States Government ..... 99,839,151.77 
Other Public Deposits. . . ... . 39,498,521.39 $1,439,532,431.84 
ee gk gt eh ce he ae oe Oe 51,000,000.00 
ad Accrued Expenses and Other Liabilities . . 10,146,313.87 
a- Dividend Payable November 1,1951 .. . 750,000.00 
Acceptances and Letters of Credit . .. . 4,482,910.40 
Capital Funds: 
. Common Stock ($10.00 Par Value) . . $  15,000,000.00 
‘ Pees 2s et we he ee Oe Se 45,000,000.00 
3 Undivided Profits ........ 8,833,425.49 68,833,425.49 
H $1,574,745,081.60 
United States Government Securities carried at $204,145,119.55 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $7,180,835.16 of the 
Treasurer-State of Michigan, bills payable and for other purposes required by law. 
i BOARD OF DIRECTORS 
di- HENRY E. BODMAN B. E. HUTCHINSON GEORGE A. STAPLES 
Mr. ROBERT J. BOWMAN BEN R. MARSH DONALD F. VALLEY 
ell- PRENTISS M. BROWN WALTER S. McLUCAS JAMES B. WEBBER, JR. 
idi- CHARLES T. FISHER W. DEAN ROBINSON R. R. WILLIAMS 
‘in CHARLES T. FISHER, JR. NATE S. SHAPERO C. E. WILSON 
—_ | JOHN B. FORD, JR. R. PERRY SHORTS BEN E. YOUNG 
| 


| 32 OFFICES IN DETROIT 

| MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 
| 

| 

| 
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Fast, effective service 
in and to all three 
Pacific Coast States 


Test this Bank’s Tri-state service in terms of 
your own needs. 










te PORTLAND 


When you need “‘local’’ banking service you'll 
find each of our offices keyed to the tempo of its 
own operating area, as a result of long and 
intimate association with local business. 


TRI- 
STATE 
SERVICE When you need Coastwide service, you gain all 
the advantages of all our facilities, information, 
and service in all three Pacific Coast States. 





One example: Reserve funds at any one of our 
Tri-state offices may be made immediately 
available at any other office, through our fast 
and private wire service. 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 


Federal 
Deposit 
Insurance 


Corporation 


SAN FRANCISCO + PORTLAND * SEATTLE + TACOMA 
(Two ofhces) 





Time Out 
For 


EnterTRAINing 


Bookkeepers of the 
First National Bank, 
Montgomery, Alabama, 
take 15 minutes for 
EnterTRAINment. 


EnterTRAINment is used by the First National Bank of 
Montgomery, Ala., to train bookkeepers in the “Why” behind 
important banking transactions! Developed and success-tested 
by experienced bankers, EnterTRAINment’s down-to-earth 
Training Program reduces the frequency of errors, 


increases bookkeeper 
efficiency, and builds CLIP AND MAIL FOR COMPLETE DETAILS 
bookkeeper morale — thus 





combats the high cost of 1 Gentlemen: Please send me full 
bookkeeper turnover! Let us 4 EnterTRAINment information— | 
send you complete details without obligating my bank in | 
absolutely without obligation aay way. 
to your bank. | a eee RT Tee Ne am 
™ ! Se histitestalvinsiniesinecicniehintiainnsibihnininuiniaes — | 
Entertrainment, Inc. | 
; . Pee eininivtiiashiiiihnanininnaniteg eee 
Directors: Arthur J. Linn, Ed. G. Uhl, Jos. E. Potts | | 
734.-15th Street, N. W. secccccece PPITTITITTT TTT Corccccccccscsccosecs seevescers eeeee 
Washington 5, D. C. Lo ——na ee @ «& a ao Bud | 





president in 1948. 


| presently cashier of 








Bury has been with the bank’s trus; 
department since last March as a trust 
and estate administrator. 


e 


Named vice-presidents by Banker 
Trust Company, New York City, ar 
William H. Moore, 
in the out-of-town 
division of the 
banking department 
covering the Far 
West territory, and 
Joseph C. Brennan, 
named head of the 
bank’s office in the 
Empire State 
Building. Daniel M. 
Lucy has been pro- W. H. MOORE 
moted to assistant 
vice-president in charge of the 176 
Broadway office. 











7 


Paul E. Hoover, the new president 
of The Anglo California National Bank 
of San Francisco, has announced the 
following promotions at its head office: 

Alger J. Jacobs, associated with the 


| investment department since he joined 


the bank staff in 
1931, has been ad- 
vanced to vice-pres- 
ident. He became 
an assistant vice- 


Walter J. Mur- 
ray, public relations 
department, and 
Robert B. Wilson, 


A. J. JACOBS 


the investment de- 
partment, have been promoted to as- 
sistant cashiers by Anglo bank. 


e 


Miss Kathryn Bowers, member of the 
staff at Hamilton National Bank, 
Washington, D.C., has received a 
Treasury citation for the skirt she 
made out of Defense Bond posters. The 
skirt, which is being used by the Treas- 
ury to promote bond sales nationally, 
has been worn by such movie celeb- 


Bond skirt wins citation 
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DOCUMENTS ? 


DRAFTS 


Protect them 
with Burroughs Microfilming — 


Chances are that nothing will ever happen to those 
bank records you value so highly. They’re not 
likely to be destroyed or seriously damaged. But 
supposing they were? Where would that leave you? 


Taking steps to protect vital records from possible 
damage or loss is simply good business. By doing 
so, you safeguard the interests of all concerned— 
stockholders, customers and employees alike. 
Through protective measures, you invest in a 
future of continuing progress. 


Probably you are using microfilm for recording 
checks and statements and know its advantages. 
Why not use microfilming to protect a// your valu- 
able documents . . . documents that support your 


WHEREVER THERE’S BUSINESS THERE’S dh 
Burroughs 


asset and liability position, your relationships 
with depositors and employees? Microfilming is 
the fastest, surest, most economical way .. . and 
Burroughs microfilming is particularly fast, efficient 
and thrifty, permitting you to place more documents 
on a roll of film than does any other! 


Your Burroughs representative will welcome the 
chance to demonstrate the ease and economy of 
microfilming . .. with equipment built by Bell & 
Howell, a famous name in fine photography. You 
may also wish to have the new Burroughs booklet, 
“Safeguarding Vital Records with Burroughs 
Microfilming,” which presents a definite procedure 
for reproducing your records. Just ask your 
Burroughs man for your copy. 
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FAST SERVICE—ANYWHERE 


25 BURROUGHS PROCESSING CENTERS... FROM COAST TO COAST 


Atlanta Detroit Philadelphia 


Boston Houston Pittsburgh 

Buffalo Kansas City Portland, Oregon 
Chicago Los Angeles Seattle | 

Cincinnati Memphis St. Louis | 
Cleveland Miami San Antonio 
Dallas Minneapolis San Francisco 
Denver New Orleans Washington, D. C. 


New York City 





Skilled mechanical service, on your premises, from 583 Burroughs service centers. 
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rities as Betty Hutton and Dorothy 
Lamour. On the foregoing page Miss 
Sowers (center) is shown receiving the 
citation from Mrs. Lindsey P. Rawley, 
The 


bond chairman. 
skirt is being modeled at the left. 


local women’s 


a 


Oswald Hopper, head of the credit 
department, has been promoted from 
assistant vice-president to vice-presi- 
dent by the First National Bank of 
Jersey City, New Jersey. 


Simultaneously, John G. Hewitt, con- 
sumer credit department manager, has 
been appointed assistant vice-president. 

+ 


At the Marquette National Bank, 
Minneapolis, Irving Rasmussen has 
been promoted to _ vice-president, 
Ernest Gearino to assistant vice-presi- 
dent, and Ralph W. Crouley and Don- 
ald R. Rigsby to assistant cashiers. 


* 


Besides having a well-organized and 
able staff, the American Bankers Asso- 








BANK OF LONDON & SOUTH AMERICA 


LIMITED 


89 Years....67 Branches 
in South and Central America, England, 






Complete International Banking Service 


France, Portugal and Spain 








One prominent New York banker* says. . 


Mail volume increased 7 O% 
ecreased 2 5% 
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CURTIS BANK-BY- MAIL SYSTEM” 
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Send for Samples 
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CURTIS 1000 


L VOLUME 
ONGESTION. 
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ves adarening, folding and 


MEANS MORE CUSTOMERS 


volume and save time in your 


use by depositors 
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HARTFORD-ST. PAUL—CLEVELAND—ATLANTA—HOUSTON 








ciation can attribute a large measure of 
its effectiveness to the bank officers 
throughout the country who give un- 
stintingly of their time to A.B.A. ac- 
tivities. 

There are many examples of this, 
and one of them is C. Edgar Johnson, 
vice - president of 
The First National 
Bank of Chicago. 
Newly named to the 
executive commit- 
tee of the National 
Bank Division, he 
has also just been 
re-appointed for the 
fourth time as 
chairman of the 
Committee on Fed- 
eral Depository 
Functions and Fiscal Procedures. The 
work of this committee requires fre- 
quent trips to Washington in working 
out the various problems with Treas- 
ury officials as their regulations apply 
to banks. 

In addition to his outstanding serv- 
ice on this committee, Mr. Johnson has 
just completed a three-year term on 
the important A.B.A. Bank Manage- 
ment Commission. And, he has ap- 
peared several times before Congres- 
sional committees and other hearings 
related to vital bank matters. 

It is the work of such individuals, 
often “behind the scenes,” that has 
helped to make the American Bankers 
Association so helpful to organized 
banking. 





C. E. JOHNSON 


* 


The Society for Savings in Cleveland 
has elected Loren M. Whittington 
a vice-president in 
charge of the bank’s 
investment port- 
folio and pension 





trust investments. 
Vice-President 
Byron Mitchell who 
until this move su- 
pervised the invest- 
ment portfolio will 
now concentrate his 
efforts on produc- 
tion loans and other 
credits. 

Mr. Whittington comes to the So- 
ciety from the Cleveland Trust Com- 
pany, where he was an assistant vice- 
president in the research and economics 
department. 3 











L. M. WHITTING- 
TON 





7 ‘al 


After being in the advertising and 
public relations department of the 
American Bankers Association for two 
years, J. William Irwin has formed his 
own firm to specialize in advertising 
and public relations work for banks. 

Before his A.B.A. experience, Mr. 
Irwin was for 11 years manager of tlie 
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--. and that’s that! 


All her bills paid by check...so simple...so safe! And she’s 
conscious, too, of the element of prestige... for her bank has pro- 
vided checks lithographed on La Monte Safety Paper, checks 
with the quality look that cannot fail to impress. Thousands of 
Bankers have found in these superior check papers an important 
ally in opening new checking accounts. Your lithographer can 
show you samples or we will gladly send them direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such 1NpIviDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 
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commercial bank advertising depart- 
ment of the Purse Company in Chat- 
tanooga. From his new office at 106 
South Third Street, Richmond, Vir- 
ginia, he expects to serve clients in the 
Middle Atlantic area. ; 


+ 


The Bowery Savings Bank, New 
York City, has appointed Walter H. 
Tietjen deputy controller. Mr. Tietjen 
was promoted from assistant secretary. 


+ 
A number of promotions have been 


made at the American National Bank 
and Trust Company, Chattanooga, 
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Tennessee. In the trust department, 
E. H. Lawman, Jr., C. J. Lynch, Jr., 
and Harry W. McVeigh have been 
named trust officers, while J. Ralston 
Wells has been advanced to assistant 
trust officer. 

In the banking department, Charles 
L. Arledge has been promoted to as- 
sistant vice-president. 


e 


Gustave A. Wellensick, assistant 
vice-president since 1938, has been ap- 
pointed cashier of 
The Detroit Bank. 
He joined the staff 
in 1933. 

Clifford H. Hyett, 
vice - president and 
cashier, relinquish- 
es the title of cash- 
ier and with it the 
double _ responsi- 
bility he has carried 
for some time. Mr. 
Hyett will concen- 
trate his activities on commercial ac- 
count development and commercial 
loans. 














G. A. WELLENSICK 


* 


New chairman of the active Group V 
Savings Banks Association is Walter J. 
Hess, president of the Ridgewood Sav- 
ings Bank, Brooklyn. He _ succeeds 
Frederick V. Goess, president, Pruden- 
tial Savings Bank, Brooklyn, who has 
completed two terms. Group V repre- 
sents the 36 savings banks of Brooklyn, 
Queens, Staten Island, Nassau and Suf- 
folk. 


> 


Byron M. Randall, formerly of Pasa- 
dena, has been appointed trust officer 
and elected a vice- 
president of the 
United States Na- 
tional Bank of San 
Diego, California. 

Mr. Randall 
started his career as 
a messenger with 
the Pasadena 
Branch, Security 
First National Bank 
of Los Angeles, 26 
years ago. He served in the branch’s 
trust department 16 years, the last six 
as assistant trust officer. 

Douglas R. Giddings, who has di- 
rected the United States National 
Bank’s trust department since 1949, will 
continue in that office under an ar- 
rangement that will permit him to de- 
vote more time to his additional duties 
as administrative assistant to C. Arn- 
holt Smith, chairman of the board. 





B. M. RANDALL 
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Elden Smith, one-time vice-president 
of the Security-First National Bank of 





Los Angeles, has been elected president 
of the Citizens National Trust & Sav- 
ings Bank of Riverside, California to 
succeed Richard B. Hampson, who re- 
tired November 1 after 47 years with 
the institution. 

Mr. Smith left Security-First Na- 
tional in 1946 to enter the construction 
business. He joined the Riverside bank 
last December and has been executive 
vice-president. 

+ 


One of the busiest women in bank- 
ing is Miss Dorcas Campbell, inde- 
fatigable assistant 
vice - president — in 
charge of public re- 
lations at the East 
River Savings Bank 
in New York City. 
The latest evidence 
of this is her elec- 
tion last month as 
national treasurer 
of the Girl Scouts 
of the U.S.A., at that organization’s 
annual convention. 

She is author of three books on bank- 
ing, has taught a course in public re- 
lations at New York University, was 
chairman of the course “Women and 
Their Money” at the New School for 
Social Research in 1949-1950, and last 
year was guest speaker in the British 
Isles under a fellowship. 








D. CAMPBELL 
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Philip J. Kruidenier has been named 
assistant vice-president and personnel 
director of the Midland National Bank, 
Minneapolis. 

Mr. Kruidenier was with the Minne- 
apolis Star and Tribune Company for 
13 years, where he served as personnel 
director. 

° 


Robert Gordon has been elected 
cashier of the Puget Sound National 
Bank, Tacoma, Washington. During 
the past few years he has been a trust 
officer. 

a 


William L. Conlon, 87-year-old cash- 
ier of the New Hampshire National 
Bank in Ports- 
mouth, is the oldest 
active banker in the 


one of the oldest in 
New England, but 
despite his 66 years 
in banking he has 
no immediate plans 
of retiring. Recent- 
ly featured 





W.L. CONLON 


Hampshire, newspaper article he told 
the reporter: “The bank is like home 
to me and I would be lost without it.” 
Mr. Conlon has been cashier since 1°20. 
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CANADIAN BANKING 








New Branehes 


The use of large glass areas is fea- 
tured prominently in several recently 
opened Canadian bank branches and 
some still in the planning stage. Plen- 
ty of light for both the public and the 
working staff and visibility into the 
bank from the street is provided in 
these new branch bank designs. Stone 
trim and stainless steel are being used 
to advantage in the new bank quarters. 

The Canadian Bank of Commerce 
opened three new branches in London, 
Ontario, on the same day, August 31. 
Previously the bank had but two 
branches in this growing southern 
Ontario industrial center, one opened 
in 1867 and the second opened in 1949. 
The three new branches are almost 
identical in appearance, making use of 
large floor to ceiling windows on two 
sides of each branch, all three offices 
being located on corner lots. 

The largest of the three new branch- 
es is at Richmond and Oxford Streets 
and has been set well back from the 
street line to allow for a lawn and low 
plantings to hide ground-level flood- 
lights which will light the building 
at night. Like the other two branches, 
it is finished in limestone and, in ad- 
dition, this largest branch has a black 
granite base and trim around its re- 
cessed entrance. A trim of stainless 
steel and aluminum is used at the 
windows and glass doors. 

The interiors in all of the new 
branches feature either walnut or 
limed oak woodwork and acoustically 
treated ceilings with recessed fluores- 
cent lighting. The counters are of the 
modern low linoleum-topped type, with 
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First drive-in in Toronto planned by Bank of Toronto 


fluted glass partitions dividing cus- 
tomer space from the teller wickets. 
Linoleum or mastic tile floors are used 
throughout the buildings and the dec- 
orative scheme is keyed around shades 
of light green for restfulness. 

The first drive-in bank for Toronto 
is planned by the Bank of Toronto at 
Dundas and University, to replace an 
older branch in the area which must 
be moved to make room for a hospital 
addition. The branch is to be built as 
soon as steel is available. It will be 
located on the southeast corner of a 
busy intersection, with the drive-in 
entrance from Dundas Street and the 
exit on University Avenue. The build- 
ing will be practically all glass and in 
semi-circular shape, with two drive-in 
wickets in the all-glass bank facade. 

The branch will be of two stories, 


with the top floor rented for profes- 
sional offices. The branch will be 34 
feet wide, and have entrances on both 
streets. The public space will be semi- 
circular to fit into the general archi- 
tecture, with teller wickets and offices 
on both sides of the banking lobby. 
The drive-in wickets will be separated 
from the public banking space within 
the bank by the staff working space. 
Special green-tinted glass will be used 
on the facade facing University Ave- 
nue to absorb the northwest sun heat. 
The building plans call for the use of 
glass blocks as part of a wall and the 
roof back of the branch. 

This drive-in branch will have a 
landscaped lawn on the street corner 
with perhaps a limited parking space 
for customer cars behind a stately 
green hedge in keeping with other 


Two of the three branches opened in a single day by The Canadian Bank of Commerce 


Oxford and Richmond 
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Branch, London, Ontario 


Adelaide and Oxford Branch, London, Ontario 

















YOUR 


“SEEING EYE” 
IN CANADA — 






Are you or your customers thinking 
about a business or industrial expan- 
sion in Canada? If so, you'll need 

a “seeing eye” for the facts about 
foreign exchange, raw materials, 
power, transportation, and many 
other details. 


Since 1855, we have built a fund 
of accurate information on 
Canada and its resources. Our 

215 branches from coast to 
coast are able and willing to 
answer your every enquiry 
and provide a complete, 
fast, and efficient banking 
service. Consult us, without 
obligation. 
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landscaping on University Avenue. 
Floodlighting from ground-level may 
be used, since illuminated signs are 
not permitted on the avenue. 
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Foreign Investments in 
Canada Grow 

Canadian banks are obtaining an 
increasing amount of European busi- 
ness as a result of growing European 
investments in Canada. While United 
States business interests and private 
persons remain the largest investors 
in Canada by far, more western Euro- 
pean and British capital is flowing 
into the country, as shown by reports 
of the Dominion Bureau of Statistics. 
Western Europeans have in the first 
half of 1951 tripled their entire se- 
curity investments of 1950, while 
British security investments are keep- 
ing up with the pace they set during 
the past year. 

Although there are no figures avail- 
able as yet showing the extent of di- 
rect investment from western Europe 
in Canada so far this year, the num- 
ber of new industries started up in 
Canada shows that these must be of 
sizeable amount. Most of these have 
been established in Quebec province 
and some in Ontario, with textiles, 
pharmaceuticals, precision  instru- 
ments, electrical components and 
leather processing being the principal 
industries. Numerous small manufac- 
turing plants in a wide variety of con- 
sumer goods are als» being started by 
European businessmen who are mov- 
ing their entire families and business- 
es to this side of the Atlantic. 

Security investments by western 
Europeans are mostly in Canadian 
industrial and natural resources de- 
velopment shares. Basic industries 
such as steel, oil, mines and papermak- 
ing are being favored by European 
number of European 
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trust funds have been set up in Canada 
this year, primarily by Belgian and 
Swiss interests. 

The western European net balance 
of Canadian securities purchased for 
first five months of 1951 totalled 
$15,400,000 as against $5,400,000 in 
the entire year of 1950 and $1,300,000 
in 1949. 


Bank Clearing House 
Volume Record 


The Toronto clearing house of Can- 
ada’s chartered banks in 1950 did a 
record business of $30,000,000,000, 
over $4,000,000,000 more than the 
Montreal clearing house, and also 
$21,000,000,000 more than the total of 
the Winnipeg clearing house which 
had the third highest volume in Can- 
ada. There are 34 clearing house 
centers in Canada, through which 
Canada’s ten banks do their account 
settling each day. In smaller centers 
the banks in the community operate 
on a smaller scale without a clearing 
house. 
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Personnel Appointments 


James Mellor, formerly of the 
Bleury Street, Montreal, branch of the 
Dominion Bank, 
has been appointed 
advertising man- 
ager of the Domin- 
ion Bank, with 
headquarters at 
the bank’s' head 
office at Toronto. 
Born in England, 
Mr. Mellor came to 
Canada in 1929, 
and joined the Do- 
minion Bank at 
Montreal. During World War II he 
served with the Royal Canadian Air 
Force. 

Donat Lalande, assistant to the gen- 
eral manager of the Provincial Bank 
of Canada, has been appointed assist- 
ant general manager. He was general 
superintendent from 1947 to 1949, and 
prior to that was secretary of the 





JAMES MELLOR 


Leslie L. Sinclair, superintendent of 
the Alberta province branches of Bank 
of Montreal for the past three years, 
has been appointed superintendent of 
branches for Manitoba and Saskatche- 
wan, succeeding Angus Macpherson 
who has retired on pension. Fred 
Quane, superintendent of branches in 
Quebec and Newfoundland has been 
posted to the Alberta post, and Fred 
S. Harrison has been moved from as- 
sistant manager at Vancouver to Mont- 
real to look after Quebec and New- 
foundland branches. 
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THE BOOKLET COUNTER 











These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
or company letterhead to 


Booklet Editor 
Burroughs Clearing House 


Detroit 32, Michigan 











Should a Banker Recommend 
Mutual Funds? ... Written from the 
banker’s viewpoint, this booklet offers 
a thorough discussion of the place of 
mutual funds in successful investing. 
After a brief review of the history of 
mutual funds, the booklet presents 
facts on the funds that bankers might 
be expected to know, such as the 
relation of mutual funds to savings 
accounts, mutual fund guaranty, share 
redemption, evaluating management 
results, mutual funds for trust ac- 
counts, acquisition cost, concurrent 
purchases, cumulative purchases and 
fundamental elements for prudent in- 
vesting. 


How to Plan an Annual Report 
... This is a reprint of a recent maga- 
zine article that gives many valuable 
tips on how to eliminate production 
problems and keep costs down in pre- 
paring one of industry’s leading public 
relations tools, the annual report. 


On Municipal Bonds. . . The City 
of Chicago and the Major Govern- 
ments of Cook County. Issued by the 
Bond Department of The Northern 
Trust Company, this brochure dis- 
cusses Chicago’s position in the na- 
tional economy and the status of the 
six major municipalities in the Chi- 
cago area. A good analysis of the debt 
structure of the governments involved 
is given. 


Advertising Copy and Mat Service 
‘ Recent advertisements of the 
Mellon National Bank and Trust Co., 
Pittsburgh, Pennsylvania, are once 
again offered in mat form to the 
readers of Burroughs Clearing House. 
The mats, which may be used by any 
bank in the country, contain only the 
headlines and illustrations, while sug- 
gested copy for the body of each ad is 
included with this illustrative folder. 


November, 1951 


This new series of mats includes news- 
paper advertisements in various sizes 
for checking accounts, savings ac- 
counts, mortgage and modernization 
loans, bank-by-mail, and seasonal tie- 
ins. 


Firsts in Nashville . .. Here is an 
excellent public relations brochure 
prepared by the First American Na- 
tional Bank of Nashville, Tennessee. 
During the past year this bank has 
regularly published advertisements de- 
picting significant events in the his- 
tory of the city. This booklet is a 
compilation of the artwork and text 
of these ads and shows the consider- 
able thought and research that is 
necessary for an ad series of this type. 


Anniversary Brochure . . . Cele- 
brating its 75th anniversary, The 
Farmers Bank, Frankfort, Indiana, 
prepared a handsome brochure for 
customer distribution, showing a brief 
history of the bank, its personnel and 
facilities. Copies of the brochure are 
available to other organizations plan- 
ning a similar anniversary publica- 
tion. 


How to Make Friends by Tele- 
phone . . . Here is an outstanding 
booklet on a subject of interest to 
everyone in the business world. This 
interesting discussion of proper tele- 
phone techniques is illustrated by car- 
toon sketches that forcefully point out 
the daily telephone mistakes that can 
result in lost business or strained busi- 
ness relations, bringing home the fact 


Tips on telephone technique 











that “when you talk over the tele- 
phone, your voice and your voice alone 
is you.” Single review copies only are 
available to the readers of the Bur- 
roughs Clearing House. 


Money and Banking .. . In our 
everyday living. Intended for distribu- 
tion by local banks for use in high 
school classes, this attractive teach- 
ing aid was prepared by the Public 
Relations Council of the American 
Bankers Association and has_ been 
enthusiastically received by educators 
and bankers throughout the country. 
The 12-page folder tells a concise and 
factual story of money, our currency 
and checkbook dollars, and what money 
does, and describes various banking 
operations and services. Single review 
copies are available without charge 
through Burroughs Clearing House, 
while the A.B.A. can supply bulk or- 
ders for distribution at slight cost. 


The Controlled Materials Plan... 
Here, in question and answer form, is 
a National Production Authority dis- 
cussion of some of the most common 
situations and problems that the manu- 
facturer is likely to encounter under 
C.M.P. This 28-page booklet discusses 
inventory and inventory adjustment, 
authorized production schedules and 
allotments, allotment numbers and DO 
ratings, forms and applications, re- 
pair and replacement parts, ware- 
houses and distributors, and mainte- 
nance, repair, and operating supplies 
and their availability under the Con- 
trolled Materials Plan. 


C. M. P. Made Easy ... A valuable 
data booklet that thoroughly explains 
the various types of records a manu- 
facturer must maintain under the Con- 
trolled Materials Plan. The booklet 
describes the methods of filing appli- 
cations for the allotment of both 
Class “A” and “B” materials and the 
forms required for material require- 
ments, allotment accounting and pur- 
chasing, and material controls. 


Prefabricated Housing . . . Of 
interest to mortgage lenders, this 16- 
page booklet offers some insight into 
the advantages and the growing im- 
portance of prefabrication. The text 
points out that prefabricated homes 
can be completed in three to four 
weeks, can solve local shortages of 
skilled labor and materials, and can 
enable builders to provide substantial 
homes in the lower-price ranges. 
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Revolving Doors . . . Draftproof Because 
They Are ‘‘Always Open—Always Closed”’ 


With ordinary swing door entrances, winter’s icy drafts 

cost your bank money in increased heating bills . . 
in time lost by employees because of colds and illness .. . 
in efficiency lost because of employee discomfort. 
With “‘always open — always closed” revolving doors — 
drafts stop at the entrance. Interiors are cleaner and more comfortable. 
Space is usable right up to the door. Heating cost is cut as much as 25%. 
Plan now on revolving doors for your bank — the trend in banking circles 
is towards these more practical, efficient, functional entrances. 
Get full information today. 









free—New Booklet packed with expert 


advice on entrance planning 


will be sent on request. 


1857 EDGAR STREET 






Illustrated is International’s 
new production-built Standard 
Model Revolving Door — 
most custom features 

at a low budget price. 
Adaptable to any entrance. 


=\= 


Periodic lubrication 
plus an annual check 

is the only maintenance 
required for years 

of service 

from a revolving door. 
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IN CANADA — International-Van Kannel Doors are available 


through Eastern Steel Products, Ltd., in Toronto and Montreal: 
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Stop Payment Order 

While there is no doubt that a tele- 
graph company becomes liable for any 
damages sustained by inexcusable 
failure on its part to make proper de- 
livery of a telegram, those damages 
may be only nominal if a loss would 
have been sustained regardless of the 
action of the telegraph company. 

Stewart brought an action against 
Western Union Telegraph Company, 
alleging that he had been damaged by 
the defendant in the sum of $1,000 by 
reason of the following facts: On May 
1, 1947, he gave to one L. A. Baker his 
check for $1,000 for the purpose of 
purchasing an automobile for the 
plaintiff. After. giving him this check, 
the plaintiff discovered that Baker had 
failed to make a bank deposit to the 
plaintiff’s credit as had been agreed 
between them and that checks written 
by Baker had been returned marked 
“insufficient funds’. Immediately 
thereafter, on May 2, the plaintiff tele- 
graphed the Fulton National Bank on 
which the check had been drawn: 
“Stop payment check $1000 payable to 
L. A. Baker dated May 1 (signed) 
Charles E. Stewart.” The defendant 
negligently transmitted the message 
as follows: “Stop payment check $1000 
payable to A. Baker Dalto, May Ist 

(signed) Charles E. Stewart”. The 
| Fulton National bank entered a “stop 
order” against a check payable to A. 
Baker Dalto, but paid the check issued 
to L. A. Baker in the regular course of 
its business, and this negligence and 
lack of ordinary care on the part of 
the defendant was, said the plaintiff, 
the sole and proximate cause of his 
damages. The original message had 
been written in longhand, the word 
“dated”? commenced with a capital ““D” 
and the last three letters had the ap- 
pearance of an 1, t and 0; no claim had 
| been presented in writing to the tele- 
| graph company within 60 days of the 
occurrence of the event, as required by 
the tariff provisions of the Georgia 
» Public Service Commission and the 
contract on the back of the Western 
Union form on which the message was 
written and which was in consequence 
accepted by the plaintiff. 

However, upon the check being 
drawn, it was endorsed by the payee. 
Th» maker then endorsed it under the 
nare of the payee. The check was then 
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By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


endorsed by one Krieger. It was 
cashed by him and endorsed by the 
C & S Bank of Valdosta. Thus, in ad- 
dition to a liability on the check as 
maker, the plaintiff was an accom- 
modation endorser and therefore liable 
to all parties subsequent to the payee 
on said check. These transactions all 
occurred on the same day the check 
was issued and before it was present- 
ed to the drawee bank for payment. 
It was thus impossible for payment to 
have been stopped on the check in such 


manner as to avoid liability both as | 


maker and endorser to the plaintiff. 
The failure of the defendant therefore 
to deliver the telegram in no way af- 
fected the liability of the plaintiff on 
the check. The thousand dollars paid 


by the drawee bank from the account | 


of the maker was equivalent to the 
same sum the maker was liable to pay 
in any event had payment been stopped 
thereon. 

The Georgia Court of Appeals held 
in favor of the telegraph company un- 
der the circumstances since special 
damages were demanded, but pointed 
out that the plaintiff might have re- 
covered general or nominal damages. 
(Stewart vs. Western Union Tel. Co., 
64 South Eastern Reporter, second 
series, 327.) 
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Cheek **Cashed”’ on 
Insufficient Funds 

When a bank honors a check to the 
extent of paying cash is such action an 
unqualified acceptance? 


On December 27, 1947, Pritchett re- | 


ceived a check for $600 drawn on the 
Citizens Bank, but did not present it 
to the bank for payment until March 2, 
1948 when he received $300 cash and 
$300 was deposited to his account. Be- 
fore the close of business on that day 
the bank charged back the deposit 
against Pritchett’s account in accord- 
ance with its rules and regulations set 
forth on the back of its signature card. 
Pritchett sued the bank for negligence. 
The teller had known the check was 
not good, but did not tell the plaintiff. 
The latter brought the check to the 
bank instead of mailing it, as had been 
his custom, because he had heard the 
maker was going into bankruptcy and 
thought the check might be bad. 


The trial court found for Pritchett, 
but the Supreme Court of Colorado 
(two judges dissenting) reversed and 
held in favor of the bank. 
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Now— BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame 
construction—STRONG and 
RIGID, yet Surprisingly 
Light. They make upper 
boxes more rentable. 

Always Bright, Neat Looking—no . 
upkeep cost. Rubber feet prevent 
slipping. NON-SKID Rubber 
Treads on One-piece Aluminum 
steps. 10’ between steps in both 
models. Top step 1034” x 1634". 
Lower steps 9” x 1434”, 

2-STEP MODEL— 


20” high, 18”’ wide, 18”’ 
long. Price F. O. B. 
Clearwater, Florida... 


3-STEP MODEL— 
30” high, 18’’ wide, 26’ 
long. Price F. O. B. 


Clearwater, Florida... $22.75 


Equipped with Casters add $5.00 
Prices subject to change without notice 


Also CARD Sturdi-Lite LADDERS— 
3, 4, 5 and 6-step models—hand rails at 
sides, shelf or baskes at top. Write for 
details or send order to 


D. R. CARD CO. 


830 Merchandise Bldg., 
MINNEAPOLIS 3, MINN. 





$17.75 

















Creating 
A 
Landmark 


This unique clock on the Franklin Savings 
Bank in New York makes 2 complete revo- 
lutions a minute— 2880 a day—to show 
the bank’s emblem on back. Providing the 
community with accurate Naval Observatory 
Time, it is a symbol of the bank's friendly, 
helpful service. 

One of the hundreds of famous “‘land- 
mark” clocks created by the 


SELF WINDING CLOCK Co. 
Manufacturers of Standard and Specially Designed 
Clocks and Clock Systems 


205 Willoughby Ave. Brooklyn 5, N.Y. 
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SHREDDING 4 
NID ISS 





SHRED paper, oniiline rubber, 
cellophane, aluminum, tin foil 
and other materials. 


Operates — Quietly — Cleanly — Safely. 
Little maintenance required. 

Shredding of confidential records im- 
portant to plant security. 

Shredding your paper and other ma- 
terials provides more resilient high qual- 
ity packing material — enables re-use of 
high cost materials for other purposes. 
SHREDMASTERS are selected and used 
by leading concerns and government 


agencies. 


Three models — 
for all 
requirements. 
Write for 
complete 
information. 





THE 


SHREDMASTER 


Dept. BC-11 CORPORATION 
205 Willoughby Avenue, Bklyn. 5, N.Y. 
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Intention of the parties must con- 
trol. The agreement on the back of the 
signature card read in part: “... it 
may charge back any item at any time 
before final payment, whether returned 
or not, also any item drawn on this 
bank not good at close of business on 
day deposited.” There is no indication 
the bank intended to treat this trans- 
action differently just because cash 
was paid out, said the Court. It han- 


| dled the check at the close of business 


in accordance with old custom and 
usage of commercial banking and 
without negligence. 

Citizens State Bank vs. Pritchett, 
231 Pacific Reporter, second series, p. 
462. 
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Defense of Laches 

If a trustee fails to distribute cer- 
tain assets when, if ever, may it tell 
the beneficiary he is too late in making 
claim for them? Ten years after 
“final” distribution was too late, said 
the Supreme Court of Utah. 

The settlor transferred all his 
property to the bank as trustee under 
a deed naming himself and his wife 
life tenants. At least it was to collect 
“rents and profits from the res or 
body of the trust, and after paying 
one-tenth to the Church of Jesus 
Christ of Latter-Day Saints, to deposit 
the remainder to (his) account, sub- 
ject to his order and use so long as 
he lived.” Upon the death of the life 
tenants the res was to be converted to 
cash, and distribution made to chil- 
dren and grandchildren as remainder- 
men. The time, method and place of 
conversion was left to the trustee’s 
discretion. He retained the right to 
add to the corpus after-acquired prop- 
erty and to modify or revoke the trust. 
The deed was modified to provide “the 
trustee shall receive reasonable costs 
and expenses.” 

His wife having predeceased him, 
the settlor died in November 1929 with 
cash in his account of about $5,000 
and notes, bonds and stock valued at 
about $12,000. Payments were made 
to remaindermen between 1929 and 
1935. The present action was begun in 
1945, after the cognizant trust officer 
had died. 

If there was a creditor-debtor rela- 
tionship, Utah law specifically provid- 
ed the statute of limitations did not 
run. The Court found only a trust re- 
lationship under which limitations 
would not begin against the cestui 
(beneficiary) “but will commence 
either at time of final distribution if 
cestui is given actual notice of wind- 
ing-up, or when, a reasonable time 
after final distribution, cestui must be 
held to have constructive notice of 
final distribution.” If the trustee gives 
the cestui actual notice of the date of 


final distribution, limitations or lache: 
begin at that point; but if no actua 
notice is proved, then it is up to the« 
court to determine when the cestui ha 
constructive notice of final distribu 
tion. At that time limitations and/or 
laches start to run. The question be- 
comes, when did the cestui as a rei- 
sonable man know or ought to have 
known that final distribution was an 
accomplished fact. 

This action to compel the trustee to 
account for trust assets undistributed 
in its hand or lost through negligence 
or misfeasance was barred because it 
was instituted sixteen years after ter- 
mination of the trust and ten years 
after final distribution. “The author- 
ities are unanimous that mere passage 
of time will not enable the invocation 
of the doctrine of laches (negligent 
delay) but that when, in addition, the 
defendant is hamstrung in his defense 
by death of parties or loss of records 
due to the plaintiff’s delay the doc- 
trine will be invoked.” (Leggroan et 
al. vs.... Savings Bank & Trust Co., 
232 Pacific Reporter, second series, 
746.) 
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Fiduciary Designation 

Missouri statutes require trust com- 
panies to deposit with the finance com- 
missioner $200,000 cash or equivalent 
government and municipal bonds en- 
abling him to issue a certificate of 
solvency which permits the trust com- 
pany to qualify in court as a fiduciary 
without posting a special bond. May a 
non-complying trust company qualify 
to. act as executor under a will whose 
testator specified his executor need not 
post a bond? In other words, are cor- 
porations and natural persons accord- 
ed the same rights in this regard? 


The Supreme Court of Missouri f 


held that in such cases the probate 
court may issue letters without re- 
quiring a bond or may in its discretion 
require a special bond. It declared: 
. the court has discretion as to re- 
quiring bond but does not have dis- 
cretion as to issuing letters to a quali- 
fied executor who is appointed by a 
will and who is willing to serve.” 
The right of a testator to appoint 
an executor is an important right, said 
the court, and it is the policy of Mis- 
souri’s law and code to respect it. The 
general rule is: “The courts have no 
discretion in respect of the issue of 
letters testamentary to the persons 
nominated in the will of a decedent, 
unless such persons are expressly dis- 
qualified or such discretion is created 
by statute; the person appointed by 
the will cannot be rejected by the court 
except when the law expressly so pro- 
vides.” 
The bank.sought an alternative writ 
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There’s a new standard of savings passbook and tility, speed and ease of operation ... a machine that 


ledger posting efficiency in many banks today. It’s a _ handles either Unit or Dual posting plans. 
standard made possible by a completely new idea in 
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of mandamus to compel the probate} wo 
judge to issue it letters testamentary | tlie 
with or without a special bond, and} act 
such writ was granted. for 

State ex rel. North St. Louis Trust } dut 
Co. vs. Stahlhuth, Judge, 239 South] 1 
Western Reported, second series, p, | Sot 
515. p. & 
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a for Counters and Safe Deposit Booths souri. tha 
Celluloid or Cardboard . (with Kerr Pen Holders) Suit was brought against a minor to § ret 
"NON-WEARING. This superb, modern-styled Counter Calendar with hinged tops perks cancel a trust indenture and quiet title J C. ( 
rb, - r wi i - : ° i : 

Aas a up the appearance of any counter or booth! Contains lifetime Bakelite to real estate. A guardian ad litem was f in « 

NUMERALS enameled and engraved inserts for days, months and dates. Furnished appointed and his fee allowed by the § of 
For Prices with genuine Kerr Fountain Pen sets which assure long wear. lower court against the trust estate, f esta 
~—s somvene of Your choice of Single or Double-Faced for one or both sides of writing | but the St. Louis Court of Appeals held § pro 
Address Dept. B counter. | that, since the services of the guardian} ary 
Base Measurements: 22'' x 6''—Height: 234"" (including eee base) | ad litem were solely in aid of establish- com 
No. CKD-2....$76.00 (Double Face—with 4 Pens) | ment of minor’s interests, which were The 
No. CK-2a. ..-$45.75 (Single Face—with 2 Pens) contingent upon sustaining the trust,} Cha 

(If desired in chrome, add $2.00 to each of the above prices.) | = : 

Write for details of other all-metal PERPETUAL CALENDARS and in no way benefited or promoted} whe 
—with and without Pen Sets—for COUNTER and WALL use. the estate, the allowance of compensa-f gag 


Headquarters for NAME PLATES @ HOLIDAY TABLETS @ SPECIAL PLAQUES tion against the estate was improper wer 
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BANK PRODUCTS COMPANY The Court stated there was no dif-f acti 
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would be beneficial) but depends upon 
the nature, character and effect of the 
acts of the guardian ad litem per- 


formed in the discharge of his official | 


duties. 

Tracy et al vs. Martin et al, 239 
South Western Reporter, second series, 
p. 567. 
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Rights of Attorneys 

The Jersey decedent’s will appointed 
his son and daughter-in-law executors 
and trustees of his estate. One pro- 
vision thereof read: “I further direct 
that my Executors and Trustees shall 
retain and employ the firm of A.B. & 
C. Counsellors at Law... as attorneys 
in connection with the administration 
of my estate and the trust herein 
established.” A New Jersey statute 
providing for the removal of a fiduci- 
ary for cause states removal shall be on 
complaint of “an interested person.” 
The Superior Court of New Jersey’s 
Chancery Division had to decide 
whether A.B. & C. who had been en- 
gaged to act as attorneys for the estate 
were such “interested persons” in an 
action against the executors and trus- 
tees to compel an accounting and to 
cause their removal. 

Holding against the attorneys, the 





Court found the great weight of au- | 


thority to preclude such a provision 
from creating a beneficial interest in 
the estate in favor of the named at- 
torneys. “The Court will not commit a 
trust to one person and then require 
him to accept the services of the attor- 


ney; the relationship between attor- | 


neys and clients is too personal.” Since 
the fiduciary may incur personal li- 


ability for the conduct of his lawyer, | 


he is beyond the control of the testator 
in making his selection. The provision 
is to be regarded merely as an expres- 
sion of a wish on the part of the 
testator which it is proper for the fi- 
duciary to observe, “if it accords with 
(his) own judgment but which other- 
wise (he is) not bound to regard.” 
The attorneys argued that their ac- 
tion might be maintained because it 
was brought by them as officers of the 
court in the belief that it was their 
duty to bring out facts regarding dis- 


'Sipation of the estate. But the Court 
jheld there were other interested par- 
solely 0m 


ties such as a guardian of the estate 
of a minor who could better qualify to 
do the job. (Carton et al. vs. Borden 
et al., 81 Atlantic Reporter, second 
Series, 818.) 


4 & e 


Life Insuranee Trust 

A potpourri of interesting trust ad- 
ministration law is contained in an in- 
ter vivos (between living persons) 
funded life insurance trust case recent- 
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Field Warchousing 


St. Louis Terminal’s 
Bond Coverage’’ 


You never find better protection than you get from 
St. Louis Terminal’s fidelity bond and warehouseman’s 
liability policy. Both of them are carried in one of 
America’s largest and strongest companies. 


Protection to $250,000.00 for each location is automatic. 
Where the exposure at one location exceeds $250,000.00, 
coverage is increased to full value of the inventory — 
also there are several other important added features. 


Get complete information from the office nearest you. A 
copy of the fidelity bond and warehouseman’s liability 
policy is available on request. All you need do is ask for it. 


ST. LOUIS TERMINAL WAREHOUSE CO. 


oe ie More Than a Quarter Century of Warehousing Service 
“ Executive Offices: ST. LOUIS 2, MO., 826 Clark Ave. 
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It’s true! Well informed 
buyers know that Byron Weston 
Company makes the finest papers 
for business forms and corre- 
spondence. They know, too, that 
WESTON BOND, a fag content 


I still say the best office forms 
are on WESTON BOND! 











= 


paper, is low in cost. No matter 
how you figure it, WESTON 
BOND is your best choice for 
letterheads and forms. Made by 
Byron Weston Company, Dalton, 
Mass. Write for sample book. 





WESTON 








Made by the Makers of OLD HAMPSHIRE BOND and a Complete Line of Papers for Business Records 
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BANK SIGNS 


IN DIGNIFIED BRONZE 


* * * 





Picture the name of your bank in en- 
. the names of your 
personnel in desk plates of the same 


during bronze .. 


handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 


boards at very economical prices. 
Send for free illustrated literature. 
* * + 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


a 


| Mx. BARRETT 








COST $7.50 


* * * 
“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 


570 Broadway Dept. BM 





NEW YORK 12, N. Y. 














' ly before the Chancery Division of the 


Superior Court of New Jersey. 
Fidelity Union Trust Company and 
an individual co-trustee filed their ac.- 
count and asked the Court to deter- 
mine whether: 
1. Net accumulations in the trust 
not needed to pay premiums on the life 


| insurance which constituted the bulk 
| of the corpus were income or principal. 


2. The estate of the settlor was en- 


| titled to have the trustee accountants 
| refund to it money advanced by the 


settlor to pay premiums and sums ad- 
vanced for other purposes. 

3. The estate of the settlor was in- 
debted to the accountants for moneys 
they necessarily paid out for gift and 
inheritance taxes and attendant ex- 
penses. 

The Court held that: 

1. The net accumulations resulting 
from increment on sales of bonds, and 
from interest and dividends, constitut- 
ed income rather than principal. 

2. Repayment of special carrying 
contributions to the donor was not con- 
ditioned upon his request, and there- 
fore would not become part of the trust 
estate. After the donor’s death they 
were payable to his estate even though 
he made no request for repayment dur- 
ing his lifetime. And no statute of lim- 
itations ran since it was the duty of 
the trustee during donor’s lifetime to 
repay advances upon his request no 
matter how long after the advance 
such request was made. Furthermore, 
the statute of limitations is inapplic- 
able to express trusts. 

3. The settlor’s estate was not re- 
sponsible for the taxes. The life insur- 
ance trust as donee was directly re- 
sponsible for the gift tax when the 
donor failed to pay it. The making of 
the gift carried with it no implied 
promise by the donor to pay the gift 
tax. As the trust was set up in con- 
templation of death the inheritance tax 
was a lien against it under the per- 
tinent statutes. 

Fidelity Union Trust Co. et al vs. 
Anthony et al. 81 Atlantic Reporter, 
second series, p. 191. 
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Two Indorsements 
One Forged 

What help is afforded a bank cash- 
ing a check where one indorsement is 
authentic and the co-indorsement is 
forged by the authentic indorser? 
None. 

A reputable Atlanta realtor ap- 
proached a Federal savings and loan 
association for a loan of $7,600 for the 
purpose, he said, of paying a portion 
of the purchase price of a house and 
lot. He submitted to the loan associa- 
tion a forged warranty deed purpcit- 
edly from the owner of the property 
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the to him, and the association closed the | 
_ |lJoan, giving him a check payable to his | 
ANG | order and that of the vendor of the | 
ac- |property who knew nothing at all of | 
ter- |the transaction. The check was depos- | 
ited to the account of the realtor in | 
‘ust [the First National and forwarded to | 
life [the defendant bank for payment. | 
ulk J After payment the loan association | 
pal. Jdiscovered and reported that the 
en- §check’s indorsement was forged and 
ints frequested that the defendant credit | 
the §the association’s account with the | 
ad- Jamount of the check. The defendant | 
complied and then reversed its entry | 
in- Jwhen the First National denied liabil- 
leys fity. Its insurer paid the loan associa- 
and §tion on its forgery bond, then brought 
ex- faction against the bank. The court 
held for the insurance company. | 
The bank contended that the loan | 
ting fassociation had no intention to make | 
and [the owner a party to the check and | 
tut- | that her endorsement was not neces- | 
sary because she had no real interest 
ring | in the funds. 
con- This argument was without merit, 
ere- | Said the court, in holding that it was 
rust | simply a case where the bank had paid 
they | out the funds on a forged indorsement. 
ugh | In order to discharge itself from a 
dur- § liability to the depositor to pay to him 
lim- | or to the person he directs, the bank 
y of | must so pay the money. An instrument 
: payable to two or more payees or in- " 
4 bes dorsees who are not partners must be COMBINATION COUNTER UNITS 
.o | indorsed by all unless the one indors- . 
na ing has authority to indorse for the Including Front, Top and 
plic- J Others. The indorsement of the own- Under-Counter Equipment 
er’s name being a forgery, it was 
ya. | Wholly ineffective to pass any title or 
Ase to confer any interest in the check. SIMPLIFY INSTALLATIONS 
or Bank vs. New York Cas. Co., 65 a s der-C Uni 
the | South Eastern Reporter, second series, | H-H-M Combination Fixture and Under-Counter Units 
g of | P 461. are installed as one assembly under one contract. Installation 
lied  ¢ @ is simplified. Costs are reduced. Subsequent re-arrangements 
sc can be made easily. You select the model that fits your 
a ROTTERDAMS business and floor plan. All are designed to speed window 
per- 7 traffic by freeing tellers from walking, searching and waiting 
1 a BANKS | delays . . . they keep all supplies within finger-tip reach. The - 
on (CONTINUED FROM PAGE 35) steel Fixture and Under-Counter Work are finished to speci- 
banks, an entirely new structure was fications. Composition tops on counter and ledge are bound 
erected behind the Incassobank and with stainless steel. 
the two separate sections were joined 
into one harmoniously designed build- Write for details on Combination Counter Units for new and 
a remodeling jobs. Ask for a copy of our folder, “Improve 
The building of the Amsterdamsche | —_—* 
ash- — Bank-Incassobank differs from the | Over-Counter Service. 
nt is § Other new bank quarters in that it is | 
it is not constructed of the _ traditional 
ser? — Dutch facade-brick. The outside walls ' 
are faced with white stone, something 
ap- § of a rarity in mineral-poor Holland. Herring dil- Marvin | ¥) e (). 
loan The interior of the bank is domi- iets 
rthe @ nated by a central bank hall holding HAMILTON, OHIO 
‘tion § Most of the operating units of the or-— 1 
and ganization. Around P the bank-hall, ow Craftsmen in . Safes @ Insulated Record Files © Vault Doors ® Money 
ocia- larye baleonies contain the directors’ Pa Chests @ Rotary Record Files @ Steel Storage Files @ Bank Vault Equipment 
to Offices . P “* = @ Drive-In Windows @ Depositories © Under-Counter Work @ Stainless 
ert es and some of the departments of a ar Steel Hospital and Building Products 
erty §@ the bank. The ceiling of this vast hall — 
louse | November, 1951 $1 





| 0Z.=half inch 


This Mailing Scale has a big background 
chart, and large easy-to-see markings... full half- 
inch apart, with a hairline edge on the lever that 
leaves no doubt as to the exact postage needed... 
prevents costly overpayment, and the embarrassment 
of underpayment and “*Postage due” ... The auto- 
matic pendulum mechanism is accurate, yet acts fast 
...-makes mailing easier, saves time in any bank... 
See this model S-120...also Parcel Post models... 
Call the nearest PB office, or write for 
illustrated free booklet! 
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‘= PITNEY-BOWES, INC. 
3197 Pacific St., Stamford, Conn. 
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0-DAY FREE TRIAL 





No Obligation to Buy 





SCHERMACK 
POSTAGE 
STATION 


With absolutely no 
obligation to buy and 
to actually test your 
patrons’ reactions to 
this proven, profit- 
able, goodwill serv- 
ice, we will forward 
to you, F. O. B. De- 
troit, the popular two- 
unit postage ‘'station" 
pictured (Ic and 3c 
stamp units, metal 
pedestal and _ plastic 
"postage" sign). If, a 
days after the ‘'stafion" 
has been in operation in 
your bank, you are not 
convinced it is a profit- 
able public relations in- 


ey 
SO MUCH BETTER 
than RUBBER BANDS 


vestment, you may return ; 1. They will not break or deteriorate with 
the equipment and retain 4 ¥ ’ 

all the profits earned dur- re age like rubber. 2. They’re stronger hence 
ing the test. Should you Ke are universally used by Banks for pack- 
decide to acquire. the : . Pai 

“station” for permanent aging currency, deposit tickets, checks, ete. 
service, the ve of we eS: 3. Bands are 10 in. x % in. 4. Made of 
$150.00. ee re 50-lb. brown Kraft. Gummed edges. Per- 

fect sealing. Packed 1,000 to a box. 
S Cc H ERMACK FREE SAMPLES — Write Today, Dept. B 


PRODUCTS CORP. 
Dept. E 
1164 W. 
Baltimore Ave. 
DETROIT 2, 
MICH. 


The C. Ll. DOWNEY Company 


HANNIBAL MISSOURI 


Worldi Largest Mjn4. of Coin Wrappers 

















is partitioned into pigeon-holes o/ 
sound-proofing material with fluores- 
cent fixtures intersticed throughout. 
The entire hall is roofed with frosted 
glass through which natural light fil- 
ters during the day-time. 


O illustrate the world-wide connec- 
tions and contacts of the Amster- 


| damsche Bank-Incassobank, the main 
| hall contains a world-clock, showing 
| the time in all sections of the globe. 





This clock is mounted over the elevator 
that leads to a striking circular restau- 
rant for employees above the entrance 
to the bank. The restaurant is provided 
with a balcony to provide maximum 
space and, in the summer, employees 
of the bank can enjoy the sunshine 
during free hours on the bank’s beau- 
tiful roof-terrace. 

Through the city plan, the Amster- 
damsche Bank-Incassobank, the Neth- 
erlands Trading Society, and the 
Twentsche Bank are located side-by- 


| side on one of the leading boulevards 
| of Rotterdam. While each of the build- 


ings was designed by a different archi- 
tect, the general style, size and shape 
of the three are similar. The striking 
result of this group of impressive 
structures, plus the attractive quar- 
ters of the Rotterdamsche Bank near- 
by, testifies clearly to the strength and 
resiliency of private enterprise in 
Holland that, out of total destruction, 
has made Rotterdam a most modern 
banking city. 


IMPROVED 
REGISTER CHECK 


(CONTINUED FROM PAGE 37) 


pression. A series of time studies show 
that the average time required for the 
sale of a check, including the making 
of change, is slightly over twelve 
seconds, about one-half the time re- 
quired for a transaction involving the 
original register check forms and, of 
course, only a small fraction of the 
time required for the issuance of bank 
money orders or other official checks 
made out and signed by the bank. 
The new register check—personal 
money order, therefore, provides a 
controlled form which eliminates the 
misuse and waste of checks experi- 


| enced with the original service where 





blank checks were available; it pro- 
vides superior accuracy by entirely 
eliminating errors in numbering and 
discrepancies in amount; and it re 
duces the issuance time one-half, thus 
reducing the over-all operational cost. 
The Todd Company, sponsors of the 
service, also provide without additional 
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oO: | cost an insurance coverage which 
‘es- |among other features protects the 
yut. | bank and the purchaser against loss 
ted | due to alteration of the check or for- 
fil- | gery of the payee’s endorsement. | 
Customers who have been using the | 
original register check are confronted | 
1ec- | with a change in procedure when the 
ter- | new form is adopted. With the original 
lain J register check service customers made Ret = 
‘ing [out the available blank checks before SS 
obe. | providing the bank with the funds for patio a aan 
ator Fpaying them. In some instances they | WAY THEY WRITE 
tau- Fwere made out in the home or office | 
ance Fbefore coming to the bank to “regis- | / 
ided Fier” them. In the use of the improved i ]} 
Aum form, the customer simply states the The business gift with ff /, 
yees Jamount of the check he wants, pays the ew ji, 
hine Fiteller the amount plus the fee and re- the personal touch. i, 
eau- Fceives a blank check protectographed With each of these Esterbrook Desk 
for the amount, which he then fills out | Sets you have full choice of the 
ster- and signs. With the use of the new | world’s largest variety of point 
‘eth- [register check, as with the original, the . 
r . styles. You can personalize each 
the | bank has to be provided with funds for 3 , . 
-by- fits payment, so it matters little wheth- set with the right point for the 
ards Jer it is filled out and signed by the way they write—and remem- 
uild- Jcustomer before or after he pays for ber all points are renewable 
rchi- Jit, although it is conceded that there in case of damage. Ask your 
hape Jare advantages and disadvantages in | Esterbrook dealer for a 
king feither method. demonstration. 
sive With the superior accuracy of opera- 
juar- tion and issuance time reduced one- 
1ear- half, thus lowering the over-all oper- 
.and Gating cost, the new register check 
e in §service should prove to be even more 
tion, popular than the original. 
der 
+ * - 
MR. CLUTCHBILL 
(CONTINUED FROM PAGE 41) | 
“What are you going to try for?” | 444 DESK PEN SET—‘‘Ink-Locked”’ base holds 40 
demanded Mr. Clutchbill sternly. “Not times more ink than ordinary fountain pen desk sets. 
' a brace of pewees like last time, I Writes for months without refilling. Either single or 
ro. ” bi seiear alle ss double sets in black, green, maroon, gray or clear. 
e biggest wi ing the game 
show flaws will let you shoot at this season 
wr the Fis a partridge or a coon. I don’t say I | 
aking Jcan get one.” 
welve § “You’d better,” scowled Mr. Clutch- | 
e re- Bill. “I’m going to call you up next 
ig the Tuesday evening and find out exactly 
id, of Fwhat you’ve got, and if it’s a mess of 
f the fred squirrels I shall make a protest 
bank fthat this bank can’t send a delegation | 
hecks Jon account of creeping anemia.” | — 
ink. “That sounds reasonable,” nodded | 407 DESK PEN SET— Holds 112 FOUNTAIN PEN DESK 
rsonal @Mr. McTavish, unbuttoning his coat. | two full ounces of ink. Ink SET—Taper-end Esterbrook 
“ ; ‘ : ‘ ste supply always visible. Fill Fountain Pen in heavy 
des a fl don’t believe we'll go this year. it once, write for months. porcelain base. Perma- 
2s the fF “We’ve got to!” thundered Presi- Single or double sets. Black nent lustrous finish in black 
xperi- Fdent Perkins. “You can’t let up and | only. or colors. Double sets 
where BXeep up! It all hangs on Spearhawk. | available in black only. 
| pro BYou hit the game trail tomorrow ») Only a few of the more 
itirely morning early.” popular point styles 
g and “If that’s all,” muttered Mr. Spear- mae 
it rve- §!awk reaching for his hat, “I think I’ll Copyright 1951, 
thus be going.” . The Fsterbrook Pen 
i com * lagi your guns tonight!" snapped The essa ae bincslining fee “cat Jersey er 
“4 . Mee suerte : ye oo | The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 
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The following Tuesday evening Mr. 
Clutchbill called up Director Spear- 
hawk. 

“Got anything yet?” he asked in a 
stony voice and out-thrust gray goatee. 

“No... eh, game is awful scarce, 
Aaron.” 

“Now, look a’here, Spearhawk, this 
banquet is only two days away. You’ve 
got to knock down something big 
enough to make an impression. I’m 
going to drift over to the Fiddler’s 
Elbow Tavern tomorrow and_ see 
what’s been brought in. I’m going to 
call you up Wednesday night, and 
you’d better have something on the 


ice by that time.” 

“T don’t hold out any hope,” came a 
thin voice over the wire. 

“Spearhawk! One last warning... 
the honor of our bank hangs on you 
—don’t you dare let us down!” 


HE next afternoon, the last save 
one before the banquet, Mr. Clutch- 
bill, with the help of Cashier John At- 
wood’s car, made an excursion to the 
scene of the banker’s annual festivi- 
ties. 
The old tavern, which was always 
chosen, lay in a crooked notch through 
the mountains, and still bore its pio- 
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neer name of Fiddler’s Elbow. Painted 
black with turkey-red blinds and white 
trim, it was known all over the county 
as a show place and a top-notcher for 
menus when wild game was in season. 

The old director made his way curi- 
ously into the tavern’s lobby and 
leaned over the clerkless booking 
counter. However, a _ tasseled cord 
hung in front of a notice saying: 
“Ring gong for clerk.” Mr. Clutchbill 
gave it a jerk. 

A sudden brazen clang flooded the 
interior, and on its heels appeared a 
tall, willowy male individual with up- 
rolled sleeves. 

“I was dropping by and stopped to 
learn if a suitable amount of game is 
being fetched in for the bankers’ ban- 
quet,”” announced Mr. Clutchbill. “I’m 
from the Ferndale National.” 

“Three banks out of the four have 
donated,” nodded the willowy chef and 
clerk. ‘Come with me.” 

The old director was led back into 
a large kitchen where his guide silent- 
ly pointed. 

On a table were two dozen plump 
partridges and two coons laid out for 
dressing. 

“They’ll make a rare sight,” nodded 
the chef, “when they come to the table. 
They must have some champion hunt- 
ers in those three banks. What’s your 
bank bringing in?” 

“Eh ... something very rare and 
unusual,” intoned Mr. Clutchbill. 

“It'll have to be here mighty early 
tomorrow morning if it goes on the 
table.” 

“You’ll hear from me soon,” nodded 
the old director with a sinking heart 
as he gave a last glance at the regal 
display of game. 

After supper that evening Mr. 
Clutchbill called up Director Spear- 
hawk. 

“What have you got to report?” he 
shouted over the wire. 

Mr. Spearhawk’s voice came _ back 
faintly: “I ...eh — em, have had 
poor luck, Aaron.” 

“Well, you’ve got some... 
thing, haven’t you?” 

“Eh-h ... yes-s — yes-s-s. I gota 
small rabbit and one wood hen.” 

“Wood hen! What’s that?” 

“Well, eh, Aaron, between you and 
me, it was one of Elder Bowen’s hens 
which I mistook for a wild duck at 
that pond near his house.”’ 

“Did you pay him for it?” 

“No-o ... he wasn’t there.” 

“We’re licked. You should see the 


some- 


_ game the other banks have brought in. 
| You snap out of bed at daylight and 


knock down something before noon.” 
The old director hung up with a bang. 
For a few moments Mr. Clutchbill 


| stared out of his sitting room window. 
| A heavy fog had settled down in Fern- 
| dale valley. With a sigh the old dire¢- 
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ter got an almanac and sank in a 
chair. Hardly had he opened the alma- 
nac when in the unearthly silence he 
heard a cry out in the ghostly fog. It 
came again, now louder in bewildered 
and peculiar tones: 

“Wha-a-ank! Wha-a-ank!!” 

Scrambling to his feet, he stood 
listening beside the window. The 
series of wild cries broke out again. 
They were now pitched higher, and 
had a wilder timbre of alarm. 

“Snow Geese!” breathed Director 
Clutchbill with stretched eyebrows. 

Some adventurous’ gander-leader 
was steering his vast wedge of geese 
in a short-cut across the mountain val- 
leys after they had zoomed off from 





their ancestral flying field at Cape | 


Tourmente thirty miles down the 
snow-veiled St. Lawrence below Que- 
bec City. 


Suddenly Mr. Clutchbill’s head | 


twitched. The flat boom of a gun had 
jumped out of the fog at the far edge 
of the village. A flock of over a hun- 
dred Snow Geese had pounded down 
the valley and rammed into the fog 
before they could reverse their black- 
tipped primaries and vivid white tail- 


fans. Mistaking the glow of the village | 


lights for a hole in the fog, they had 
made for it, and now would begin a 
wild flapping over the village roofs 
hunting a way out. 

It seemed no more than eleven sec- 
onds before explosions began going off 
like firecrackers all over the village. 
Mr. Clutchbill snatched up the tele- 
phone and got Director Spearhawk on 
the wire. 

“You’ve heard ’em, ain’t you? Snow 
Geese! Get down on Moore’s meadow. 
Do you hear? Moore’s meadow—they 
always light down there. I’m coming 
as soon as I take a few shots up here.” 


FEW moments later Mr. Clutch- 
bill came. prancing out of the 
kitchen with a double barreled duck 
gun and a box of No. 4 fox loads. 


Rushing out on the front veranda he | 


braced himself against one of the 
posts, and began squinting with trem- 
bling trigger-finger at the halo of 
lemon-colored fog over the nearest 
street light. 

There was a frantic flapping going 
on aloft just out of sight, and suddenly 
a cortege of Snow Geese in single file 
glowed like giant spectral snowflakes 
and faded through the pall of copper- 
tinged fog over the street light. Mr. 
Clutchbill plugged at them as fast as 
he could load, and carried on at each 
Straggler squawking after the main 
herd. Five minutes later he went 
through the same experience again 
when another squadron of the broken 
flock ghosted past. Nothing came 
down, and now that his fox loads were 
gone he ran for such odds and ends 


November, 1951 




















Diebold “DRIVE-IN” BANKING 


builds NEW depositor business 


It’s a fact that installing Diebold Drive-in Banking quickly 
adds a sizeable volume of new depositor business. Why? ... 
Because Diebold units offer the features that mean quick, efficient 
“drive-in service”—the result of Diebold pioneering in both Drive-in 
and Walk-up banking . . . Because Diebold offers several styles, you 
can choose the model that best suits your bank . . . Because 


Diebold helps you on your new “drive-in” or ‘ 


‘ 


walk-up” service 


with promotional aids and assistance. All these facts make 
Diebold Drive-in Banking your natural first choice. Review all 
the facts with a Diebold Bank Specialist today. 


Drive-in or Walk-up, there’re models and styles 








SEND COUPON TODAY FOR FULL DETAILS ON “DRIVE-IN” BANKING 


BANK VAULT EQUIPMENT @ BURGLAR ALARMS 

SAFES, CHESTS AND VAULT DOORS @ MICRO- 

FILM @ ROTARY, VERTICAL AND VISIBLE 
FILING EQUIPMENT 


BANK DIVISION 


renee 





DIEBOLD, INCORPORATED 
2004 Mulberry Road, S. E., Canton, Ohio 


I’m interested in [ Drive-in Units, 
C) Walk-up Units, [J Have your Bank 
Specialist call with complete facts. 

















‘*PRE-~-EMINENT SINCE 1859”’’ 


85 





purroud™® 





More production means more figuring. 
That’s why it’s so important to get the 
best possible figuring tools now. 

A Burroughs will give you quality that 
assures outstanding performance and 
economy. Burroughs fine craftsmanship 
insures superior, dependable service for 
more years. 


So, buy now ... buy the best . . . buy 
Burroughs. Consult the yellow pages of 
your phone book for the Burroughs office 
nearest you. Burroughs Adding Machine 
Company, Detroit 32, Mich. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


~ 





86 





of shotgun shells as he could find, then 
pushed through the fog to the village 
square where a definite battle had 
opened up. 

It was the railway station agent, 
Ovid Boswell, who was causing the 
rumpus in that quarter. He was 
moored on the south end of the station 
platform sending up a two-shot salvo 
from an old 10-gauge double gun each 
time a string of Snow Geese winged 
past. 

“Got any, Ovid?” wheezed Mr. 
Clutchbill over the fog on his goatee, 
wheeling into line to form a two-man 
battery. 

“No-o!” shouted Ovid in a hysteri- 
cal voice. 

“T was going to offer you ten dollars 
in clean money for one if you’d bagged 
one.” 

“Hm’f, I wouldn’t take $25. Wonder 
what’s become of ’em,” muttered Ovid 
staring up aloft. “I haven’t heard one 
squeal for five minutes.” 

Suddenly in the distance a disorgan- 
ized batch of explosions broke out. 

The station agent leaned forward 
with cocked ears. “Those shots come 
from Moore’s meadow.” 

“Yeah,” swallowed Mr. Clutchbill, 
trying to penetrate the fog in the re- 
gion of the distant disturbance. “Bet 
the head gander has found Moore’s 


| meadow like they always do, and is 





honking in the stragglers before tak- 
ing off. I’m going down.” 

The station agent looked longingly 
down the track. “The fog must be 
clearing down there. You better hurry 
—wish’d I could go.” 

Mr. Clutchbill was already legging 
it down the track. All the way to the 
sand-cut that marked the entrance to 
Moore’s meadow he could hear over- 
head stragglers of the great flock hur- 


| rying southward. A pale glow showed 


_ aloft. The old director stopped and 


glanced up; the stars were burning 
through. Below the sand-cut the fog 
had cleared and now the rising moon 
stood in a clear lake of purple sky. 


R. Clutchbill dropped down over 

the railway tracks to the corn- 
field that covered the top end of the 
meadow. The shadowy figures of gun- 
ners were moving among the corn 
shocks. And then, suddenly, a roar of 
wings leaped from the meadow grass 
far down the field. An army of white 
meteors swarmed up in the moonlight 
like mammoth snowflakes. A broadside 


| from guns leaped from the corn stooks, 
| but the great white tandems formed, 


then melted together in one vast “V”’. 
Not a single Snow Goose slanted down. 
“Was any got?” inquired the old 
director, edging up to a shadowy fig- 
ure beside a corn stook. 
“Hot powder! Wasn’t that some 
sight!” gasped the figure, screwing his 


optics at the hole the geese had left. 
“No, I ain’t heard of a single goose 
being got.” 

“Spearhawk!” yelled Mr. Clutchbil! 
at the top of his voice. 

“T’m over here at corn stook number 
10,” came a voice thinned at the 
thought of a coming scolding. 

“You come over here. Why didn’t 
you get one?” 

“No one did,” squalled Mr. Spear- 
hawk, limping forward with hesitant 
steps. 

“Did you shoot?” 

“Twenty times, Aaron.” 

The first gunner opened his beak 
again. “Sometimes they don’t come 
down till a long time after they’re shot 
at.” 

At the sound of the man’s voice, a 
startling thought jumped into the old 
director’s mind. 

“Come with me, Spearhawk,” he 
ordered, climbing to the railroad track 
and plunging up along it faster than 
he had come down. 

“What’s the hurry 
over?” grumbled Mr. 

“You'll see.” 


now it’s all 
Spearhawk. 


NCE the village was gained, the 

old director led up a side street to 
his little white cottage, then dropped 
down to a vacant lot. Both he and Mr. 
Spearhawk were deep in the lot when, 
under the lifting fog and faint glow 
of moonlight, a great white object 
caught their eyes. There had been a 
forlorn hope in Mr. Clutchbill’s breast, 
but now as they came to a stop with 
shocked surprise, he was speechless... 
there lay a Snow Goose! 

“Well, by my _— grandmother’s 
warts!” gasped Mr. Spearhawk. 

“It was one of my fox shells that 
did it!” breathed Mr. Clutchbill, lift- 
ing up the vast white bird and turning 
it around and around. “He slanted 
down after he went out of sight in the 
fog. Get your car.” 

“Why? Can’t you lug it?” 

“It isn’t midnight yet. You’re going 
to take this bird over to the Fiddler’s 
Elbow Tavern. The cook told me any- 
thing that was going to get cooked and 
go on the table would have to be there 
early in the morning.” 

That following evening 24 bankers 
sat at a long table staring at a vast, 
glistening goose in the center of the 
tavern table. Mr. Elijah Wheeler, 
chairman of the entertainment com- 
mittee, rose to his feet. 

“Esteemed brothers;” he boomed, 
his eyes never leaving the goose, “our 
co-worker, Aaron Clutchbill of the 
Ferndale National, has, single-handed, 
shot and fetched us a mammoth dain- 
ty; a Snow Goose, almost unheard of 
in our secluded mountains. Our prize 
committee has awarded the Ferndale 
National first prize on this, our annual 
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ft. | pre-Thanksgiving which we have ob- | ‘ 
se served each November Ist on All | 
Saints Day, a name so becoming to our l 
il] rofession. Will the main deacon place “ #f 
the award on Mr. Clutchbill’s head?” ere $ e 
per An elderly little banker rose prompt- 
the fly and scrambled around to Mr. ; 
Clutchbill’s chair. In a trice, amidst 
In’t [rising applause, he crowned the old | 
director’s grey head with a halo of | 
ar- [blue ribbon. 
ant 
* * ® 
| NT 
eck 1 SAVINGS CAMPAIGNS 
yme ’ 
hot (CONTINUED FROM PAGE 40) 
A $50, $30, $20 as individual prizes in | 
old each city to the individuals with the 
three largest numbers of accounts, re- 
he gardless of size. 
pres $50, $30, $20 as individual prizes in | 
ack J each city to the individuals with the 
han | three largest deposit volumes of new h ut TODD 
all business. a 0 
pe $5 daily jack pot, officers included. REGISTER Personal Money Orders 
, $750 grand prize. To qualify for a trae CHECK marx 
chance at this prize, a staff member | 
h brought in 10 new savings accounts | 
“ each with opening deposits of $100 or Todd Personal Money Orders are safe, fast, efficient. Issued 
' more. Such a qualifier had his name A s 7 
ped F entered once for each new savings ac- in one operation — taking less than 15 seconds—they cut 
Mr. count of $2 or more that he obtained. down costs and save teller time. 
hen, Experience has shown that it is of : 
on major importance to keep the entire But that’s only part of the story. 
vi " organization informed on progress of Outside the bank, Personal Money Orders are valuable 
all contestants in all divisions. We | ; s 
ast, fissued weekly bulletins to report goodwill builders. They carry the name of your bank—and 
— achievements against quotas, out- | a “sample” of your service—into homes and shops through- 
Be standing performance by individuals ; 
| | and teams, prizes won in the interim, out the community. 
er's }and unusual or particularly interest- People who have been paying bills with other kinds of 
ing incidents. Several improvements ; ; rye ; 
that fin the showings of staff members money orders appreciate the prestige of signing their own 
lift- J were directly traceable to these bulle- | Register Checks. It is a refinement of service that builds 
ning | tins. Unquestionably they contributed ; ; 
nted | greatly to maintaining the high pitch friends for your bank—helps you sell other bank services. 
| the fof enthusiasm that is essential to the Wherever banking regulations permit, these Register 
success of any campaign or drive. 
On the grand prize roll, 26 qualified | Checks can be offered by stores and other non-banking out- 
oin with credits ranging from 79 to 11, : : 
_ total 719. The man in No. 2 place, with lets to bring you more customers and increase your profits. 
anv- }55 credits, won the grand prize. Only | It will pay you to find out more about the new Register 
‘and | two teams qualified for the team prize. Check Personal Money Orders 
here | individual first prize winners ranged , 
from 79 new savings accounts down to Mail the coupon now! 
kers 32, and from $23,596.50 total savings 
vast, | deposits down to $5,414.35. Fg a ee ee a ee ee 
the Results from the entire campaign | THE TODD COMPANY, Inc., Dept. BCH, j 
sr, | Were impressive. New accounts suc- | Comhaper & SS | 
eler, a ae arte ™ — | Please give us full information regarding the new Register 
com- | essfully solicited by officers and staff | Chit: Perumal Mente Gettin, ss | 
members were 1,760, referred by old | | 
aia | customers 2,659, and walk-ins 2,163. | Bank _ P | 
“our The total was 6,582, which was 131.6% | COMPANY. IN | 
the §% Suet. | est Address , | 
4 | otal initial deposits were $908,691, | 
ded, } and the average deposit was $138 : 
lain- Wall en we : ai ROCHESTER NEW YORK — ee l 
‘dof J, \‘allets totalling 7,192 were dis- | sates orrices IN PRINCIPAL CITIES 1 
prize : ae Ans Ce cc DISTRIBUTORS THROUGHOUT THE WoRLD BcHisi | 
dale | P°Sides this, 1,613 savings credits of Se ee ee eee SORE MEE NE Ba Be 
seul »1 each were earned by customers for , 
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factories, offices, schools, 
churches and public buildings— 
everything from small knock- 
down party racks to complete 
locker rooms or checkrooms. 
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| new accounts referred by them after 


receiving the wallet award. 

The original cost of the campaign, 
including prizes, printing, wallets, and 
other expenses was $25,346.84. Cus- 
tomers who failed to have required 


| balances a year after opening new 


accounts were debited $6,168.00, leav- 
ing the net cost at the end of the year, 
$19,178.84. 

The number of new campaign ac- 
counts closed during the year due to 


| normal close-out was 1,068. Year end 


closings of $2 accounts due to the $2 


_ debit were $472. Thus the total loss 
| of new campaign accounts in the first 


year was 1,540, or 23.4%. (Normal 
experience shows that first year close- 
outs of new accounts from all other 
sources averages 36%.) We had in 
force on April 23, 1950, one year after 
the close of the campaign 5,042 of 
these accounts, or 76.6%. The average 
cost of the surviving 5,042 accounts 
was $3.80. 


FTER 18 months, 2,693 or 40.9% 
of the new accounts had been 


| closed. In each classification by size of 


original deposit, a substantial increase 
in total dollars of these deposits was 
registered during the 18 months, ex- 
cepting the accounts of $500 and over, 
which showed a 47.3% decrease. Total 
deposits in all campaign accounts now 
totalled $958,685, an increase of 5.5%. 
The average balance now was $246, up 
78%. 

Since that time we have made no 
comprehensive statistical study of this 
group of accounts. Spot sampling, and 
the impressions of people handling the 
accounts, is that they now are showing 
about the same close-out rate as all 


| savings accounts, and that total de- 
| posits in the surviving accounts con- 


tinue to grow satisfactorily. Also, we 
have observed numerous instances of 
customers gained during the campaign 
who meanwhile have opened checking 
accounts, rented ~safe deposit boxes, 
and applied for personal and real 
estate mortgage loans of a desirable 
type. 

This unit of new business has 
proved satisfactory by all measure- 
ments that we can apply. The cost of 
obtaining these accounts was substan- 
tially lower per unit than the costs we 
have sustained a good many times 
with more conventional sales methods 
that yielded far smaller total volumes. 

One byproduct cannot be measured 
statistically, yet it is valuable beyond 
all doubt. This is the improvement in 
every staff 
member who went through the cam- 
paign. Almost without exception, 
everybody in our institution has 
learned to keep on the lookout for new 
business opportunities and now brings 
in more business than before. Cour- 
tesy toward customers is noticeably 


greater, and the whole organization is 
more alert to make friends for the 
bank. 

Since then we have conducted two 
similar contests in smaller areas, 
using the same wallet. In April, 1955, 
a three-branch campaign in Norfolk 
yielded 1,036 new savings accounts for 
a total of $103,798.26. A year later, in 
April, 1951, a similar campaign at 
Roanoke yielded 1,496 new savings 
accounts for a total of $137,075.80. 

Making use of the _ techniques 
learned during the earlier campaigns, 
we have also concentrated on an effort 
to make our Christmas Club more pro- 
ductive. Previously we had let this 
activity pretty much drift along with 
the aid of a seasonal advertisement or 
two each year. 

We have now had three successful 
Christmas Club campaigns, all pretty 
much on the same pattern. The most 
recent may be considered typical. In 
1950 the club totalled 27,700 members, 
and experience showed that about 
12,000 of these would not renew under 
our usual handling of the situation. 
Instead, we set an opening date early 
in November, gave quotas to each 
branch, and issued duplicated oper- 
ating manuals for each branch man- 
ager to work by. Cash prizes of $25, 
$15, and $10 were put up at each office, 
and a savings credit bonus of 50 cents 
was offered to old customers for each 
new Christmas Club member referred. 

We ended the campaign with 35,535 
accounts, up 7,836 from 1950. Of these 
9,970, or 28%, were turned in by staff 
members, and 4,709 came from cus- 
tomer referrals. In Norfolk a crew of 
ten special solicitors produced 1,807 
new accounts in 17,148 calls. Among 
regular staff members, branch first 
place showings ranged from 410 to 75 
accounts. 


HESE are our experiences to date 

in aggressive merchandising of 
savings accounts. Starting with alumi- 
numware in 1947, we have conducted 
five campaigns either statewide or re 
stricted to a locality. Each one has 
produced a substantial volume of busi- 
ness at a reasonable cost and this busi- 
ness proves to be satisfactory as to 
both stability and general profitable- 
ness. 

With our principal savings depart 
ment new business activity conce?- 
trated on these campaigns and con- 
ventional advertising to support them, 
we remain in first position in our state 
both as to number and dollar volume 
of individual savings accounts. We are 
keeping this deposit money well em- 
ployed at yields which leave no doubt 
that it is profitable. 

This, we believe, is proof that the 
campaign method is sound for our in- 
stitution. It is reason enough why we 
expect to keep it up. 


Burroughs Clearing House 
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